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Customers find Toledo dealer’s showroom full of home-improvement ideas. 


IN THIS ISSUE: Hixon's home building headquarters . . . Simplified paint inventory system . . . Home financing 
review . . . How an Oregon lumberman built his home .. . Pricing for the right profit 
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Add up the 

Advantages of 
BILDRITE’ over 
Wood Sheathing 













GREATER INSULATING VALUE 


STRONG AND STURDY 


WATER-PROOFED THROUGHOUT 





A VAPOR PERMEABILITY 
HELPS CONTROL MOISTURE 
CONDENSATION IN WALLS 


LOWER APPLIED COST 
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TWICE THE INSULATING VALUE OF WOOD 


In fact, more than twice the insulating value. By 
actual tests in a laboratory ‘cold room,” BILD- 
RITE Sheathing proved to have 122% more 
insulating value than ordinary wood sheathing. 
That saves on fuel bills. 


FT. WIDTHS OFFER TWICE THE BRACING 
STRENGTH OF WOOD 


Here again, laboratory experiments with a 
MILLION pound testing machine proved that 
BILDRITE had more than twice the bracing 
strength of wood sheathing horizontally applied. 
Wood sheathed walls showed a 14” distortion 
at 1,021 lbs., but it took 2,179 Ibs. to cause the 
same deflection in walls sheathed with 4 ft. 
widths of BILDRITE. 
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VAPOR PERMEABILITY HELPS CONTROL 
MOISTURE CONDENSATION AND FROST IN WALLS 


In a laboratory “ice box” big enough to hold 
a house, tests proved condensation in walls can 
be controlled by sealing the warm side and 
venting the cold side. This is the principle of the 
INSULITE “Wall of Protection” —recommended and 
used for ten years. Sealed Lok-Joint Lath seals 
the warm side. Vapor-permeable BILDRITE 
on the cold side properly “breathes” vapor 
towards the outside. 


WATERPROOFED . .. EVERY FIBER PROTECTED 


INSULITE is the original wood fiber structural 
insulating board—first made 36 years ago. It is 
waterproofed throughout—not merely a surface 
coating. Every fiber inside and outside is thor- 
oughly —safely—adequately protected. 


LOWER APPLIED COSTS 


To get the rea/ story on sheathing costs, you 
have to figure the total applied costs. BILDRITE 
takes only half the time to apply (compared with 
wood), eliminates waste material and building 
paper, reduces labor insurance costs. When you 
add it all up and compare, your customers’ 
best buy is BILDRITE. 
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1—Organization of an integrated and articulate construction industry 
which will provide more and better building produets to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—TIdentifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
merchandising-minded journalism and service toward these ends. The 
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Regulation "X" 


Perhaps the best thing about 
the government’s stringent reg- 
ulation “X,” which puts harsh 
breaks on single and duplex 
dwelling construction, is that it 
can be relaxed again with rela- 
tive ease. 

Our guess is that it will be 
relaxed before the heavy spring 
building season rolls around— 
provided defense production 
proceeds well and no major in- 
ternational situations develop. 

It stands to reason public 
opinion will not go along with 
such tough rule by fiat if it is 
not necessary—and the govern- 
ment will have a hard time 
proving necessity once building 
materials start to pile up. 

With cold winter months and 
the off season for house starts 
just around the corner, the 
politicians can afford to make 
the housing industry a tempo- 
rary whipping boy, and still 
make a reasonable adjustment 
in credit restriction before 
much harm is done. 

For complete coverage of 
current financing requirements 
turn to the story beginning on 
page 48. 
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There’s Rising Concern in Wash- 

ington about inflation; and gov- 
ernment officials are beginning 
to think that full controls will 
be needed sooner than the pol- 
icy makers expected. 


The Cost-of-Living Index hasn’t 
increased violently, as_ yet, 
though it is going up; but when 
the full impact of post-Korean 
wholesale increases hit the re- 
tail market the index is ex- 
pected really to try for alti- 
tude. So, with prices and wages 
taking to the tall timber, better 
count on controls of these items 
within a matter of weeks; say 
around the first of the year. 
Controls COULD become polit- 
“sg expedient before the elec- 
10n, 


The Big Urges toward general 
controls in government circles, 
are the threatened steel strike 
and certain especially spectacu- 
lar wholesale price jumps. One 
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of the biggest manufacturers of 
woolen cloth has announced its 
fifth price increase since June 1. 
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September Construction 


Increased industrial building 
was the outstanding feature of 
construction activity: in Sep- 
tember, according to a report is- 
sued today by the U. S. Depart- 
ment of Labor’s Bureau of La- 
bor Statistics and the Construc- 
tion Division, U. S. Department 
of Commerce. The total value 
of new construction put in 
place during September 
amounted to nearly $2.8 billion, 
1 percent above the August to- 
tal and 26 percent more than 
in September a year ago. Pri- 
vate residential building activ- 
ity showed a further small 
expansion and highway con- 
struction advanced contra- 
seasonally. 

Industrial building valued at 
an estimated $101 million was 
done in September, the highest 
monthly total since early in 
1949 and a jump of 46 percent 
over the September, 1949, level. 
The large volume of contracts 
let for industrial buildings in 
recent months foreshadows in- 
creased activity in this field for 
several months to come. 

Warehouse and office build- 
ing construction activity also 
increased in September. Most 
other types of nonresidential 


building began to level off sea- ° 


sonally. 

During the first 9 months of 
1950, new construction with 
a total value of more than $20 
billion was put in place. Pri- 
vate outlays for new construc- 
tion amounted to $15 billion, 27 
percent more than during the 
corresponding period of 1949, 
and public new construction ex- 
penditures totaling $5 billion 
were 8 percent above last year. 
The private homebuilding boom 
was responsible for most of the 
increase over last year in total 
private investment in new con- 
struction. New schools, high- 
ways, and conservation work 
accounted for the bulk of the 
increase in public construction 
expenditures. 





Most top leaders, in business 


and in government, say that re- 
armament must go forward at 
full speed, no matter what hap- 
pens in Korea; that any other 
course would be suicidal. 


But there’s some_ uncertainty 


about John Citizen; whether 
he’ll bear the tough burdens of 
a war economy unless there’s 
an actual war in progress. And 
successes in Korea make it 
harder to get top business men 
to take big government jobs. 
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Supplies in 1951 


At the recent fall convention 
of the Central Supply Associa- 
tion, in Chicago, Thomas S&S. 
Holden, president of F. W. 
Dodge Corporation, forecast 
that the existence of shortages 
of construction materials in 
1951 is not inevitable. 

“It is not possible to point 
to any essential construction 
material and say that it will 
not be available next year for 
civilian uses in appreciable 


amounts,” said Mr. Holden. 
“Metal products may tend 
toward tight supply. Non- 


metallic materials are apt to be 
in quite adequate supply, to 
sell on a fully competitive basis. 

“About two weeks ago H. R. 
Northrup, executive vice presi- 
dent of the National Retail 
Lumber Dealers Assn., stated 
that there likely would be a 
surplus of lumber within two 
months. Lumber prices have al- 
ready begun to soften.” 

Mr. Holden expressed the 
concept of the long-range re- 
armament program as “our 
full-employment pump-primer 
in place of the very uncertain 
housing and consumer-goods 
boom the government was pro- 
moting for that purpose a year 
ago.” 

He predicted that the boom 
will be flattened out, but that 
there is every likelihood that 
a large and varied program of 
construction activity will go 
forward. 

“During the past two 
months,” the F. W. Dodge pres- 
ident said, “many producers 
and suppliers of construction 
materials have been oversold. 
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The Wl lwaukee 


Combination 


SASH BALANCE 
aud 


WEATHERSTRIP 





Available 
with or without bronze covers that completely 
hide spring, as shown above. 


PERMITS REMOVAL OF 
SASH WEIGHTS, INSULA- 
TION OF MULLIONS. 


Slach Labor Costes 


Simple installation allows one man to 
easily install 30 or more windows in 8 
hours. No high-priced skilled labor needed. 
This means you can get more satisfied 
customers at lower cost . . . higher profit! 


Tops in Operation { 


Smooth, positive action; accurate balance; 
finger-tip control plus the perfect seal 
against draft, dust, moisture. No wood-to- 
wood contact. Prevents sticking windows 
and window rattle. 







EFFICIENT Aaa FOR OLD 
Low UZ 2ee OR NEW 
cost QaezaZ® suiLvING 


ATTENTION MILLS AND LUMBER YARDS 


IDEAL FOR PRE-FIT WINDOWS 
Can Also Be Sold in Single Unit Packages 


Mail this coupon today! 
Milwaukee Strip Service, Inc. 
4621-23 W. Lisbon Ave. 
Milwaukee 8, Wisconsin 
Please rush me folder L-10 and price list of 


Milwaukee Combimation Sash Balance Weather- 
strip. 
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Panic buying on top of the big- 
gest housing boom in history 
created a very abnormal mar- 
ket situation which could not 
last. In fact the over-extended 
housing boom was fast moving 
towards a surplus situation.” 


Manufacturers’ Sales 


Manufacturers’ sales and or- 
ders moved sharply upward in 
August to a point well above 
the previous highs, the Office 
of Business Economics, U. S. 
Department of Commerce, an- 
nounced recently. 

In a month of peak demand 
and rising prices, shipments 
exceeded $24 billion, while new 
orders received by manufac- 
turers amounted to nearly $28 
billion. Inventories declined by 
$200 million. 

Sales were more than 10 per- 
cent higher than in July after 
seasonal adjustment. Durable- 
goods and nondurable-goods in- 
dustries shared equally in the 
advance. The iron and steel, 
electrical machinery, motor ve- 
hicles and lumber industries re- 
ported the largest increases 
among the durables, while tex- 
tiles, apparel, chemicals and 
petroleum scored the sharpest 
gains among the nondurable- 
goods group. 

New orders rose about 15 
percent in August, outrunning 
sales by about $3.5 billion. In- 
creases in incoming business in 
the iron and steel and the elec- 
and other machinery 
groups exceeded 25 percent. 

Inventories decreased from 
July to August as activity 
quickened. The $200 million 
drop came in the nondurable- 
goods groups, and inventories 
in the durable-goods industries 
were little changed. Textiles 
and petroleum stocks were sub- 
stantially lower during the 
month. 
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Experts say there'll be little 


impact of defense preparation 
upon the building industry un- 
til well along in next year. 
Some building labor will be 
drafted; but there'll be little 
serious diversion of building 
materials. 


Steel is supposed to be the crit- 


ical stuff; and at present 
there’s a scramble for it. But 
it’s largely civilian demand 
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rather than demand for direct 


military uses. Sure enough, in. B 


direct defense demand, such as 
steel for the new freight-cay 
program, is pretty big. 


The National Association of 
Home Builders says there’l! be 
plenty of new homes available 
in 1951, unless something very 
unexpected bungs off. We’ve 
expected everything, haven't 
we? The NAHB adds that the 
average cost of a new house 
will be less than $10,000. Build- 
ers are aiming at a national 
average cost of about $8,000. 


Clay Pipe Meet 


Prominent leaders in the clay 
pipe industry, representing eyv- 
ery part of the nation and Can- 
ada, attended the annual Fall 
convention of the National Clay 
Pipe Manufacturers, Inc., held 
recently in Pittsburg, Kansas. 
The four-day session attracted 
110 representatives. 

W. E. Robinson, president of 
The Robinson Clay Product Co., 
Akron, Ohio, and president of 
the National Association, pre- 
sided. The W. S. Dickey Manv- 
facturing Co. of Pittsburg, 
Kansas, and its president, Hans 
P. Wilhelmsen, acted as hosts. 

Optimism and_ enthusiasm 
keynoted the general outlook. 
Reports from NCPMI mem- 
ber manufacturers showed an 
increase of 20% in production 
for the first eight months. of 
1950 as compared with. the 
same period of 1949. Expecta- 
tions are for continued high 
production for the third and 
fourth quarters to meet the 
additional demands for new 
war materials plants and mili- 
tary installations, along with 
continuing requirements for 
homes and commercial struc- 
tures. Normally, the industry 
would curtail operations dur- 
ing this period because of re- 
duced construction during the 
winter months. 

Annual meeting of the Asso- 
ciation will be held next Spring 
in Chicago when officers will be 
elected and cities named for the 
Fall and Spring conventions. 


Market Trends 


There are still reports of car 
shortages on the coast, but 
breaks in prices and reports of 
transit cars in trouble plus con- 
tinued high production indicate 
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DY NATORK DRIVE Lo ee 
BETTER CLARK CARLOAD . 





y A \ T [ ’ | from forward to reverse 
TAO| CI! IT DOES MORE WORK! 
[ A ( [ ) | to operate than your car 
LAOILI\: IT DOES MORE WORK! 
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|| LI\. IT DOES MORE WORK! 


rTTOOoP | neutral tests prove 
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HERE’S A COMBINATION DESTINED TO MAKE 
MATERIALS HANDLING HISTORY— 


e The husky and versatile gas-powered Carloader 
fork-lift truck of 3,000-, 4,000- and 5,000-Ibs.-capac- 
ities, has done more than any other one model to 
establish Mechanized Materials Handling as essen- 
tial to modern high-speed, low-cost production. 


e The revolutionary Dynatork Drive cuts deeply into 
handling costs by increasing as much as 20 per 
cent the amount 
of work a fork 
truck can do. It 
transmits engine 
power to the drive 
wheels by magnetic 
induction, through 
an air gap—no 
clutch, no conven- 
tional transmission. 
It’s unique because 
it does not have to 
be brought to a stop 





Nome 


INDUSTRIAL TRUCK DIVISION + CLARK EQUIPMENT COMPANY + BATTLE CREEK 40, MICH. 
Please send: [ Literature on Carloader with Dynatork Drive 
OU Movie Digest ( Material Handling News 








This combination of CAR- 
LOADER *and DYNATORK* 
DRIVE constitutes a for- 
ward step of enormous 
significance to the science 
of Materials Handling. 
You'll want to know all 
about it. A Clark bulletin 
will bring you the facts in 
convenient form. Write for 
it... or simply fill in the 
coupon and mail it. 


*Trade Mark Reg. U. S. Pat. Off. 


ELECTRIC ann GAS POWERED 


FORK TRUCKS 


RACTORS) 
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State 
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the mills are getting rid of tre- 
mendous volumes of lumber, 
With the cutbacks in housing, 
our guess is a good many yards 
are accumulating some stocks 
—at least as much as they dare 
accumulate at current prices. 

We foresee the possibility of 
plentiful lumber supplies turn- 
ing up at both mills and yards 
—perhaps in six weeks or two 
months. 

The solution to this lumber 
problem will not be easy. In 
the first place, some other 
building product s—notably 
those stemming from steel— 
will remain tight for some time. 
For this reason alone, some 
degree of brake will be kept on 
residential housing in favor of 
the defense effort. 

More importantly, housing 
will be checked to around 900,- 
000 units next year as a gesture 
in the direction of curbing in- 
flation. 

So, while total lumber re- 
quirements are held down, pro- 
duction is currently at one of 
its highest points in history. 

A word of warning to over- 
cautious buyers: timber is be- 
ing purchased today at record 
high prices; roadside timber 
for as much as $62.00 per thou- 
sand, big blocks requiring con- 
struction of roads and camps 
for as much as $58.25 per thou- 
sand. Operators are not appar- 
ently looking for any big price 
breaks for some time to come. 

Tacoma—A return to nor- 
malcy on the labor front char- 
acterized the lumber industry 
here this week, with mills and 
logging camps devoting their 
undivided attention to keeping 
production ahead of consump- 
tion requirements. Striking 
members of the CIO boommen 
and rafters union returned to 
work Monday following settle- 
ment of a strike that had kept 
eight log booms in the Tacoma 
area closed for more than two 
weeks. Union and management 
spokesmen said the union was 
granted its full demands, pay 
increase of $1.24 per day, health 
and welfare benefits that will 
cost employers 60 cents per 
day, and three paid holidays, 
for which the boommen will re- 
ceive 24 cents per day addition- 
al. Douglas fir plywood oper- 
ators in this area continue to 
report peak demand for their 
product. 

Kansas City—The South- 
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| / SLOANE 


Takes little space! 


NEANS BIG BUSINESS | fl 







It’s a “‘sales-department” that hangs on the wall 
... and what a selling job it does! Design-A- 
Floor shows five different tile grades in actual 
9" x 9" size. It features educational informa- 
tion emphasizing major selling points. What’s 
more, it enables you to solve every tile flooring 
problem with one line ...the complete Sloane 
Quality line! Ask your Sloane-Blabon distributor 
how you can get this money-maker. You'll be in 
the tile business for profit with Design-A-Floor. 


SEND FOR A FREE COPY OF THE ; 
UNIQUE DESIGN-A-FLOOR BOOKLET! 








THERE’S A SLOANE QUALITY TILE 
FOR EVERY FLOORING NEED! 


KOROSEAL** TILE 
The lifetime luxury tile. Can’t rot or 
stain. Unaffected by grease, acid and 
moisture. In 23 vibrant colors! 


TEXFLOOR®* TILE 
Innovation in linoleum flooring! Has 
the beautiful appearance of expensive 
texture. In 7 decorator colors. 


LINOLEUM TILE 
Long-wearing Sloane Quality Mar- 
bletone* Linoleum in tile form! The 
floor your customers can install. In 
10 attractive colors. 


ASPHALT TILE 
Wear-resistant, waterproof tile. Ideal 
for converting basement space to 
useful attractiveness. In 20 colors. 


INDUSTRIAL TILE 
Extremely durable flooring for areas 
subject to abnormally heavy wear. 
In black, brown and green. 


RUBBER TILE 
It’s tough, yet quiet and comfortable 
underfoot. A medium-weight floor- 
ing for heavy traffic areas. In 18 
Marbletone colors and plain black. 


See for yourself how and why Sloane- 
Blabon’s Design-A-Floor idea will sell 
more tile for you, more profitably. For 
further information and Free copy of the 
Design-A-Floor booklet write to Dept. 
AL-2, Sloane-Blabon Corp., 295 Fifth 
Ave., N. Y. 16, N. Y. 


**Koroseal is a registered trade-mark of the B. F. Goodrich Company 





SLOANE-BLABON CORPORATION 
295 FIFTH AVENUE, NEW YORK 16, N. Y. 
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Plastic Wall Tile 


backs up your sales with product 
features that build confidence! 


Tile-Rite’s heavy beveled edges, 

















beautiful colors and perfect 
quality are sure-fire sales starters. 
The outside corners molded in 
all field tile and trim colors add 


to your customers’ satisfaction. 


re aigeMetehitsiclaiiels 


‘ starts at this point... 


At 


NLiV tt 





















Lit ee 


Tiny molded-in pins 

anchor Tile-Rite securely in 

the mastic. Perfectly true, precision molded, 
double-bevel edges square off all lines. 


Put these extra features to work for you! 
Easier, quicker installation saves labor 
costs. Simple accurate grouting improves 
appearance. Tile-Rite’s plus qualities 
insure greater customer satisfaction, bring 
more volume business! 


Investigate Tile-Rite’s proven power-packed 
merchandising program to boost your sales 
today. Send: today for more information. 











5109 Euclid Ave. 
Cleveland 3, Ohio 












western yellow pine lumber 
market underwent its first real 
price break of the year last 
week, with value tumbling as 
much as $15 a thousand board 
feet. The largest declines were 
in areas east of the Mississippi 
river and on the west side of 
the river values were fully $2 
to $4 a thousand below the 
previous week. 

Credit restrictions and in- 
ventory controls were credited 
with unsettling the market, 
which still was strong and 
prices remained high. Dealers 
were hesitant to pay premiums 
in light of the fact that resi- 
dential building is tapering off 
and new “starts” are running 
well below a year ago. For the 
first time in weeks production 
is exceeding orders and mills 
are starting to seek bookings. 

For months mills were inde- 
pendent in that they were not 
seeking new business and or- 
ders accepted when on a price 
basis existing at the time of 
delivery. For weeks there have 
been no price lists; some mills 
may bring out price lists in a 
little while should demand con- 
tinue at the slow pace of the 
recent days. 

Lumberman said that recent 
auctions at which the govern- 
ment bought lumber set too 
high a price base and that the 
free market could not absorb 
the mill offerings at compa- 
rable levels. 

As result of the increased 


- output, mills have been able to 


fill much of their backlog. 
With more lumber coming onto 
the market it would appear that 
prices would backtrack, but 
this has been checked by the 
inventory controls which pre- 
vent the dealer from taking ad- 
vantage of lower prices to build 
up his stockpile. 

On the east side of the river 
1 by 6 boards last week sold 
around $83 and the 1 by 8’s at 
$88, compared with nearly $100 
afew weeks ago. The west side 
prices were $100 for 1 by 6’s 
and $103 for 1 by 8’s. On di- 
mension stock, the east side 
price for 2 by 4’s was $70 to 
$74; 2 by 6’s, $79 to $84 and 
the 2 by 8’s and 2 by 10’s, $83 
to $87; the west side com- 
manded about $5 a thousand 
more. 

Seattle — Lessening demand 
for shingles has caused a fair 





percentage of shingle mills to 
either cut out the second shift 
or Saturday operation or both. 
This voluntary curtailment has 
not reached the fir mills though 
those that make only dimen- 
sion, plagued by smaller de- 
mand and lack of cars, may 
soon have to reduce manufac- 
ture of green lumber. 

Heavy October rains have 
ended fire danger in the woods 
for the time being. Loggers op- 
erating in high camps are hop- 
ing for a late and open winter. 
Early snows 20 inches or more 
deep would force them to close 
in many high camps. 

Demand-prices — Continua- 
tion of declines that started 
in mid-September dominate the 
market. There is much less call 
for green lumber and shingles. 
Prices have dropped so steadily 
that buyers hesitate to place 
orders in expectation of getting 
lumber for less. The dropping 
prices also discourage building 
up of retail yard inventories. 
There is considerable belief 
here that lack of demand is 
partly strong resistance to high 
prices. 

In the past fortnight green 
fir boards and shiplap have 
dropped $5.00, No. 1 dimension 
at least $10 and Nos. 2 and 3 
about $5.00. Green hemlock is 
correspondingly weaker and 
demand even poorer. Shingle 
prices with all consuming cen- 
ters not buying are weakening 
steadily but prices are as yet 
in no way cheap with No. 1 
moving at $13.00 to $13.25, 2’s 
at $8.00 to $9.25 and 3’s at 
$5.00. Nor are perfections a 
price bargain at $16.25, $9.25 
and $5.75. Cedar Siding prices 
are steady and dry fir hemlock 
and spruce items are consider- 
ably stronger than green lum- 
ber. 

It is interesting to note that 
the spread between green and 
dry fir dimension has increased 
to $12-14 and that all through 
the long high priced lumber 
market now apparently ending 
there has been little change in 
upper prices. 


Lumber-National 


_ Lumber shipments of 419 
mills reporting to the National 
Lumber Trade Barometer were 
5.0 percent above production 
for the week ending September 
30, 1950. In the same week new 
orders of these mills were 1.8 
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GEORGIA — PACIFIC: 
nhew stesenateny 


spells profits for you 





We 
. 
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Douglas Fir Plywood 

GPX Plastic-faced Plywood 

Crownply Hardwood Decorative Plywood 
Plysheet Hardwood Warp-free Plywood 
Giant-sized Scarfed Panels 

Panel and Flush Doors 

Cypress and Redwood Lumber 

Western Fir and Pine Lumber 

Southern Pine Lumber 

Western and Southern Mouldings 
Southern and Appalachian Hardwoods 
Residential and Factory Flooring 

Treated Lumber and Timbers 





“it GEORGIA—PACIFIC . 





Georgia-Pacific, one of the nation’s largest producers of 
plywood, lumber and doors, is geared to help you buy and 
sell more efficiently, more profitably . . . brings you such 
profit-making special products as these: 



















GPX Plastic-faced Plywood—GPX is rev- 
olutionizing many industrial and construc- 
tion applications. GPX is hard, rigid, 
tough, satin-smooth, and durable . . . yet 
it retains the natural warm beauty and 
easy workability of wood. Available in 
four grades: 1) GPX Concrete Form, 2) 
GPX Painting Grade, White (interior), 3) 
GPX Painting Grade, Brown (exterior), 4) 
GPX General Use (natural finish). 


















G-P Scarfed Panels—Liter- 
ally “a new dimension” in 
plywood, these giant-sized 
Scarfed Panels come in 
lengths of 12', 14', 16' and up, and have been made as 
large as 10' x 72'. They are saving time and labor in many 
applications. 












G-P Crownply—Crownply, the superior 
decorative hardwood plywood is sanded 
two sides with faces matched for color. 
Y4" to 34" thick. Made with either urea 

; or phenolic resin binders in Gum, Walnut, 
Tupelo, Popler, Birch, Maple, Oak, and Exotic Woods. 



















G-P Plysheet—Plysheet, the processed Southern hard- 
wood plywood, is virtually warp-free ! Strong and durable 

. takes nails at edges . . . perfect for all sheathing, roof- 
decking, sub-flooring, and as a general utility panel. 











G-P Panel and Flush Doors—All standard patterns in top 
quality panel and flush doors. Call your nearest Georgia- 
Pacific office or wholesale warehouse for prices and spe- 
cific information. 


Send for 20-page booklet, “A New Dimension”, which 
describes Georgia-Pacific’s time-saving, cost-saving serv- 
ices. Write Georgia-Pacific Piywood 
& Lumber Co., 1212 Southern Finance 
Bldg., Augusta, Georgia. 





PLYWO00D & LUMBER CO. 


Home Office: 
1211 Southern Finance Bldg., Augusta, Ga. 


OFFICES: 
AUGUSTA e CHICAGO e NEWARK e OLYMPIA e PORTLAND 





WHOLESALE DISTRIBUTION WAREHOUSES: 
BOSTON @ CHICAGO @ COLUMBIA @ PHILADELPHIA 
PORT NEWARK® RALEIGH® RICHMOND® SAVANNAH 










percent below production. Un- 
filled orders of the reporting 
mills amounted to 52 percent of 
stocks. For reporting softwood 
mills, unfilled orders were 
equivalent to 27 days’ produc- 
tion at the current rate, and 
gross stocks were equivalent to 
49 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 6.8 percent above 
production; orders were 9.4 
percent above production. 

Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 64.2 percent above; ship- 
ments were 70.6 percent above; 
orders were 58.5 percent above. 
Compared to the corresponding 
week in 1949, production of re- 
porting mills was 12.1 percent 
above; shipments were 6.5 per- 
cent above; and. new orders 
were 0.3 percent below. 

* * * 


The Munitions Board estimates 
that seven million tons of steel 
will carry the direct military 
preparedness program well 
along into 1952. For the same 
period, there’ll be needed six 
million tons for freight cars. 


These two big items add up to 
thirteen million tons for up- 
ward of two years. Call it eight 
million tons a year. Well, steel 
production is now _ running 
about a hundred million tons a 
year. It’s the civilian program, 
not the military, that’s running 
the steel boys ragged. 


Western Pine | 
Production of Western Pine 
by the 101 mills reporting to 
the Western Pine Association 
for the week ending September 
30, 1950, totaled 85,530,000 
feet. Production for the same 
period a year ago amounted to 
71,655,000 feet. Shipments dur- 
ing the week ran to 83,954,000 
feet, 1.9 percent below produc- 
tion. Orders for the period 
amounted to 82,546,000, com- 
pared to 82,833,000 feet a year 
ago. Unfilled orders at the 
week’s end stood at 219,858,000 
feet, compared to 227,273,000 
feet for the same date a year 
ago. Gross stocks at the week’s 
end amounted to 732,766,000. 


Southern Pine 
The 111 mills reporting to the 
Southern Pine Association for 
the week ending September 30, 
1950, cut 19,056,000 feet of 


c 
L 
( 
t 
4 
c 
= 
e 
c 
| 
C. 
2 
= 
a 
> 
7 
= 
A. 
= 
= 


MANUFACTURING COMPANY 





October 21, 1950, AMERICAN LUMBERMAN <7 








2 -™ ££ (OD mee rN Os 


w= (ye oa § 


ry oo EE" = Vue 


EO OS OS Oe ot eee 




















Ask them to buy! Put ads to work 
in rural area newspapers, emphasizing the low 
cost of Vitrified Clay products that never wear out. Add 
farmers to your direct mail list, and remind them that 

farm building drainage, soil-saving dams, culverts, well lining. 
septic tanks and many more problems can be 

inexpensively handled with Vitrified Clay Pipe. Try spot 
announcements before and after farm radio programs, 
pointing out how a complete assortment of fittings makes 
installation easy. Farmers need the fire protection of 

Flue Lining. the medical protection of modern Clay Pipe 
sanitary systems, the acid protection of Clay Septic 

Tanks. Check your stocks. build up complete inventories, 
and ask more farmers to buy! 




















DING Propucts MERCHANDISER 




















NATIONAL CLAY PIPE 
MANUFACTURERS, INC. 
703 Ninth and Hill Bidg., Los Angeles 15, Calif. 
1105 Huntington Bank Blidg., Columbus 15, O. 
100 N. LaSalle St., Rm. 2100, Chicago 2, Ill. 
206 Connally Bidg., Atlanta 3, Ga. 
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Southern Pine for the period. 
This was 11.34 percent above 
the three year average. Ship- 
ments for the period totaled 
20,574,000 feet, 20.21 percent 
above the three year average 
and 7.97 percent above produc- 


tion. Orders during the period 
amounted to 20,059,000 feet, 
17.20 percent above the three 
year average and 5.26 percent 
above production. Orders on 
hand decreased 0.86 percent 
during the week. 


The Lumber Market at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 
B&Btr. C D 
160.00 150.00 115.00 


Flat Grain Flooring 


140.00 130.00 90.00 
143.00 138.00 110.00 


Drop Siding 


1x6 (Pat. #106).150.00 145.00 
1x6 (Pat. #116).155.00 150.00 


Ceiling 


115.00 110.00 70.00 
115-125 100.00 


Boards and Shiplap 
(green) 1x6 1x8 1x10 1x12 
No. 1 .. 74.00 76.00 74.00 74.00 
No.-2 .. 69.00 71.00 69.00 65.00 
No. 3 .. 65.00 67.00 65.00 65.00 
No. 1 Dimension 
ae! 14’ 16’ 20’ 
2x 4 .75.00 75.00 76.50 5. 75.00 
2x 6 .75.00 75.00 75.00 : 74.00 
2x 8 .75.00 75.00 74.00 5. 75.00 
2x10 .75.00 75.00 74.00 5. 75.00 
2x12 .72.00 72.00 72.00 2. 72.00 
No 2 Dimension 
2x 4 .72.50 72.50 72.50 
2x 6 .71.50 71.00 71.50 
2x 8 .71.00 71.00 71.00 
2x10 .71.00 71.00 71.00 
2x12 .69.50 69.50 69.50 


DORR Ree 
acevo 
ocooooo 


Q3-i-i-1 


No. 3 Dimension 
2x 4 .56.50 
2x 6 .55.00 
.55.00 
. 54.00 
2x12 .52.00 aime eats er 
(Add 12-14 for dry lumber.) 





WESTERN PINES 


PONDEROSA PINE 

Selects 

S2 or 48 4/4 RW 
C&Btr. RL ..265.00 


Commons 
S2 or 4S 


125.00 96.00 88.00 
125.00 eae 


oO. 1 RL.. 

vo. 2 RL.. 
Idaho White Pine 
Selects, S2 
or 48 

C&Btr. RL. 

oe UeeP sacs 


Sugar Pine Selects, 

S2 or 48 4/4RW 5/4RW 6/4 RW 
B&Btr. RL ..300.00 300.00 305.00 
Dees sonscus cee 275.00 195.00 
D RL 240.00 175.00 

No. 1 No. 2 No. 3 
155.00 120.00 

5 100.00 
150.00 35.00 


SOUTHERN PINE 


Vertical Grain Flooring 
B&Btr. C 
1x4 3 180.00 
Flat Grain Flooring 
1x4 175 
1x6 
Drop Siding 
1x6 (Pat. #106) .175.00 
1x6 (Pat. #116) .175. 
Ceiling 
56x4 


1x4 

Boards and Shiplap 

1x6 1x8 

" ..-129.00 129.00 

~ 2 ave CO 89.00 

Yo. 3 ... 70.00 70.00 

Dimension 

12’ 16’ 


89.00 93.00 
87.00 91.00 
87.00 
obs 91.00 
2x12 .94. 94.00 
No. 2 Dimension 
2x4 ..80.00 82.00 
2x6 ..78.00 80.00 
2x8 ..78.00 80.00 
2x10 .84.00 84.00 " 
2x12 .84.00 84.00 90.00 
No. 3 Dimension R/L Only 
2x4 ..62.00 ears aracaee 
2x6 
i 
2x10 
2x12 





REDWOOD 


Finish 

A&Btr. Siding ..... 

A&Btr. Siding ...... 

A&Btr. Siding 

R/L A&Btr. 

R/L A&Btr. 

R/L A&Btr. 

R/L A&Btr. : 

R/L A&Btr. Metena.e 

Prices for red cedar siding in 

ears, new bundling, 6 to 18’ are: 
Beveled Siding, % Inch apse 


Clea 

%x4 inch : 83.00 
%x5 inch 118.00 
%x6 inch 143.00 
%x8 inch 173.00 
Clear Bungalow Siding, % Inch 
8 inch 210.00 198.00 
218.00 


145-165.00 
175.00 
185.00 
Ceiling or Flooring, B and Btr., 9-16’ 
&Btr. C D 
100.00 97.00 85.00 
100.00 97.00 85.00 





RED CEDAR SHINGLES 


Royals 
err 
..-14.00 
-- 9.00 


ENGLEMAN SPRUCE 


Boards and 
Shiplap 1x6 lxl2 
No. 2&Btr..104.00 x 93.00 
No. 3&Btr.. 88.00 1.00 n 96.00 
No. 1 Dimension 
»? 20° 


- 92.00 : : : 92.00 
- 92.00 ; A . 92.00 
$8.00 
89.00 
37.00 


82.00 

80.00 

80.00 

és R F 80.00 

> .79.00 79.00 79.0 80.00 

(Boards graded No. 1, 2, flat 

price; no price for straight No. 2. Mills 

do not grade out No. 3 dimension sep- 
arately as in fir.) 





WESTERN HEMLOCK 


Vertical Grain Flooring 


B&Btr. C D 
1x4 145.00 140.00 105.00 
Flat Grain Flooring 
1x4 120.00 115.00 95.00 
1x6 135.00 130.00 100.00 
Drop Siding 
1x6 (Pat. #106).148.00 135.00 110.00 
1x6 (Pat. #£116).148.00 135.00 110.00 
Ceiling 
5x4 5. 100.00 60.00 
1x4 115.00 
Boards 
(dry) 1x 1x8 1x10 
No. 1 
No. 2 
NO, 3 «+ 
No. 1 — 
2 , 


- 88.00 
- 88.50 
. 86.00 
- 86.00 
. 82.00 
No. 2 Dimension 
2x 4 .84.00 84.00 
2x 6 .82.00 82.00 
2x 8 .82.00 82.00 
2x10 .81.00 81.00 J 3 00 
2x12 .80.00 80.00 2 y 80.00 
No. 3 Dimension 
2x 4 .60.00 aa 
2x 6 .59.00 
2x 8 .58.00 
2x10 .55.00 
2x12 .55.00 





OAK FLOORING 


Clear Pin 8x2% 8x1% %x2 
White ..230.00 200.00 180.00 
Red ....230.00 200.00 180.00 

Sel Plain 
White ..200.00 180.00 160.00 
Red ....200.00 180.00 160.00 


#1 Com. 
White ..175.00 150.00 140.00 
ae = -..175.00 150.00 140.00 


15” Shorts.95.00 70.00 70.00 60.00 
#1 Com. & 

Btr. ....120.00 90.00 80.00 65.00 
#2 Com. .. 80.00 60.00 50.00 35.00 


— 


WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, to 18’ are: 
Beveled Siding, % Inch a 

Clear “—" B 








E -00 198.00 
weee 200.00 218.00 
.230.00 228.00 
Finish, B and Btr. S28 or 4S, 
— = rough 
x 


1x10 


75 
BEEO cK i 485.00 
Ceiling or eee, B and Btr., 9-16 

&Btr. Cc D 
1x3 . .100.00 97.00 
oc rrr: 97.00 
Discount on mouldings, 6-20’ 


- lengths. 


Series 8,000— 
Listing under $4.00-—-list plus 125 per 


cent. 
Listing $4.00 and over—list plus 130 
per cent. 
Clear Lattice, 5/16”, 4 to 16’ 
100 Lin. Feet 4 
DEED 4666601060 50s oune ads ctenes Lf 
MOREE? sbaswie onciswacieaewecncceciew An 
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Ford F-1 Pickup shown available with 95-h.p. Six or 100-h.p. 
V-8. Over 175 other models available, up to 145-h.p. Big Jobs. 


The time my Ford Truck saves me means 


money in my pocket! -so-ronsr ». vz 


0.00 














14% eb FINE PERFORMANCE and efficiency of my SAVE WITH FORD / 
0.00 Ford Pickup in construction work has y 
0.00 
we saved me many dollars,” says Robert P. Uetz. AMERICAS NO./ TRUCK VALUE J 
5.00 - ; ‘ . 
500 N pags Pye tas ea — job _— *®SAVE GAS with Ford Loadomatic ignition and High 
5.00 Ow, because of the tine performance of my Turbulence combustion chambers. 
0.00 Ford Truck, I leave the car home. One of the *SAVE OIL with Ford Flightlight aluminum alloy pistons, 
5.00 many —re why I'm pleased with my Ford cam ground for oil-saving fit at operating temperatures. 
wa 1S that I don’t waste time with it being repaired. *&SAVE WEAR with pressure-lubricated main and crankpin 
Any time I save means money in my pocket. bearings, Double Channel frame on F-5 and up, extra 
= , heavy-duty axles, big brak in. in.). 
xed This is the kind of truck-worthy performance ee ee ee eo 
and economy that is switching more truck users gs her stg es apnanegite — drums, 
bel ; . 7 1 ’ =" , 
Foo to Ford than to any other make. Join the Big plus escie Peed Shain dias Gace » soe mas 
" Switch to Ford economy. Choose from over pial Sill cite tals aia une 
8 ; he models—95-h.p. Pickups to 145-h.p. Big Only Ford aie endl ;-dsiis oF aocananed hs 
1.00 Jobs. Get your choice of V-8 or 6-cylinder 6-cylinder truck engines. 
x4 power. See your Ford Dealer today. 
00 MAIL THIS COUPON TODAY! 
0 ‘ Sa Ee ne 7 
0 Ford Trucking Costs Less Because— | FORD Division of FORD MOTOR COMPANY | 
5 | 3270 Schaefer Rd., Dearborn, Mich. | 
5.00 | Send me without charge or obligation, detail | 
5.00 s i | specifications on Ford Trucks for 1950. | 
odd bi j FULL LINED) HEAVY DUTY MODELS [1 
j MIGHT MODELS [] EXTRA HEAVY DUTY MODELS [] | 
per a 
; § i on ooo 
“LAST LONGER) $s ——ee=— | 
a Address | 
‘3 Using latest registration data on 6,592,000 trucks, | City aie State | 
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life insurance experts prove Ford Trucks last longer! Ha ce cs ce ee SS SS SD GED SD SE SE GY SED SED SEND SS SD 
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WASHINGTON REPORT 










There’s a drift in Washington toward all-out con- 


trols; allocations, priorities, wages, prices and 
all the rest. “If controls work at all,” a manu- 
facturer remarked, “they must cover ... every- 
thing.” 


There’s much thought in the capital about a 


single agency to handle all these affairs. ... 
Report is that if and when the President gets 
the man he wants as chairman of the Wage 
Stabilization Board he’ll at once impose a price 
control system; probably at wholesale levels. 


NPA Regulation 2: The National Production Au- 


Separate List: 


thority has set up the expected priorities sys- 
tem; giving to defense production the right of 
way in the markets. Ratings under this order 
will be issued by the procurement services of 
the Defense Department and the Atomic Ener- 
gy Commission. All requests for such ratings 
should go to the contracting officers of those 
departments. The order’s effective date, Octo- 
ber third. 


The NPA doesn’t cover the 
whole field. For example, the Department of 
the Interior controls the allocation and distri- 
bution of electric power, solid fuels, gas and 
petroleum. Agriculture controls food, farm 
equipment and commercial fertilizer. The In- 
terstate Commerce Commission runs the trans- 
portation show; may soon begin allocation of 
freight cars. This is part of “List A,” in which 
NPA ratings are no good. 


Defense band: The NPA rating—“Do,” mean- 


ing Defense Order—has no variation or degree 
of preference. Each defense-order rating car- 
ries a number to identify. the procurement 
program, such as “DO-39.” But the variation 
of the number carries no difference in buying 
horsepower. It’s a question how long this buy- 
ing equality of the rating band will hold up. 
It didn’t last long in the late war. Remember 
those layers of top and super-top priorities? 


Rating Extension: If you’ve received a rated 


order, you may extend the rating to buy mate- 
rials needed in filling the order; including con- 
tainers and packaging supplies. You may ex- 
tend the rating to replace in your inventory the 
materials delivered on a rated order. But there 
are rules about it. You can’t rate goods into 
inventory if this replacement gives you more 
than “a practicable minimum working inven- 
tory,” as defined in Regulation 1. 


Coming Events: The NPA Administrator says 


that, as of now, the rating system is limited to 
direct defense procurement. But he adds, “We 
are mindful that there are many activities in 
direct support of the defense program which 
call for materials in limited supply. 


Tighter Housing Credits: The Federal Reserve 


24 


Board and the Federal Housing Administration 
have been working out technical details on regu- 
lations to check what they think is a runaway 


Installment Buying: The Federal Reserve has 


Business Questioning of the FRB’s 


Protesting Organizations: National Retail Lun- 


Business as Usual? Not at all. 


Consumer Credit Rules are checking certain lines 


Normal Slackening of consumer buying is to be 


performance in house construction. The new 
rules will touch both government guaranteed 
mortgage loans and mortgage loans made by 
private lending agencies. At this writing the 
orders haven’t been issued; but you may expect 
them any time. 


been jarred by widespread statements that the 
limitations on time-purchases haven’t done 
much to check inflation at retail levels; so the 
rules are likely to get a few added twists. Bet- 
ter expect some sort of price-control gestures 
this month; probably at the wholesale level. 
Some people think the Administration expects, 
by using wholesale controls, to escape the 
wage-limiting provisions in the new law. 






























inflation- 
checking policies gets louder. Two fears. First, 
that the methods of applying the policies have 
too many left feet; and, second, that Federal 
depression of the civilian economy is a poor 
way to build military strength. Six associa. 
ticns in our industry have told Uncle Sam that 
rearmament should be managed by increasing 
production; not by limiting and crippling 
civilian productive power. 


ber Dealers Association; Producers Council; 
American Institute of Architects; National As- 
sociation of Home Builders; Associated Gen- 
eral Contractors; and the Mortgage Bankers 
Association. These men agree that wage and 
price ceilings and similar tools are necessary 
in all-out war; but they want, if possible, to 
avoid useless damage to basic industrial pro- 
duction capacity. 


Crisis factors 
come first in emergencies. But until rearma- 
ment needs a much bigger share of national 
production than it actually will need for many 
months to come, a big cutback in house con- 
struction would merely pile up a surplus of 
building materials and cause unemployment. 
Present restrictions COULD reduce housing 
starts to 600,000 a year; instead of the million 
starts held by most Federal experts to be 
desirable. 


of civilian buying; in the used-car field, for 
example. There are reports that retail lumber 
dealers are buying rather less lumber at the 
moment and that wholesale prices are not so 
firm. Retail prices seem generally to hold up: 
though there are some stories of competitively 
lowered prices. Retail lumber inventories, s0 
we’re told, are smaller than normal good prac- 
tice demands. 


expected after the Korean affair is ended; and 
this in itself should bring down prices some- 
what and result in a needed building up of 
inventories. 
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‘Our Grave Dangers Today 


EDITORIAL 


And Some Patterns For Survival 


III. The Vital Need for Economy in Government 


We know that every new law that is passed 
reduces our freedom. Jefferson said “That gov- 
ernment is best which governs the least.” 

How can we reverse the trend to BIGNESS 
in government which, if it continues, is certain 
to destroy our freedom? The most vulnerable 
point of attack on bigness of government is on 
the pocketbook. It’s our money they are spend- 
ing! We—the people—are still the government 
and we can control government expenditures by 
electing economy-minded representatives. 

Under our Constitution there is no disloyalty 
to government or country when we point out 
the wrong things the men of government have 
done and are doing. It is our duty to do so! 
Furthermore, to attack our administrative rep- 
resentatives is not necessarily partisan. There 
are corrupt politicians, glib promisers, and 
selfish power seeking demagogues in both of 
our two great parties, just as there are profiteers 
in the profit system and monopolists in the busi- 
ness structure. 

But we should no more condemn our govern- 
ment than our business structure, or the profit 
system because of the action of certain elements 
among them. It is the wrong doing elements that 
should be segregated and persuaded to change 
their ways or be replaced in office by those ded- 
icated to the principles of economy. 

What have the socialistic minded represen- 
tatives done to us in recent years? 

—They have spent more than they have taken 
in—in 18 out of the last 20 years. 

—They have put us on the path of inflation 
—our most deadly internal enemy. Inflation 
here is what our foreign enemies pray for! In- 
flation weakens our country as nothing else 
can do. 

—As compared with 1913 our dollar is worth 
4ic—a shrinkage of 59%. In the same period 
the French franc has declined 9814% in value. 
We are on the same road. 

—In the last ten years alone our dollar has 
declined in value 4614%. If this pace is main- 
tained, by 1961 our dollar will be worth 18c. 

—Fourteen million of our people are now re- 
ceiving checks regularly from the government. 

—Non-military government payrollers now 
number nearly eight million or one in every 
eight employed persons. (The left-wingers thus 
have eight million votes assured before the polls 
open.) 

—Our national debt per capita is now 
$1,716.00 and our taxes are $440.00 per year for 
every man, woman and child in the country. 

—The interest on the publig«lebt is alone more 
*This is the third in a Series of Editorials on this general 
Subject. 
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than the entire cost of government a few years 
ago. 

—The average man is compelled to work one 
day out of every four for the government — in 
order to pay the $1.00 out of every $4.00 of 
his income that goes to taxes. 


How have these socialistic minded politicians 
and bureaucrats done these things to us? They 
have used and adopted the political technique 
which the Communists invented—the technique 
of the “Big Lie.” For a politician the “Big Lie” 
is a concept so big that its very size gives birth 
to belief by the uninformed. Such a lie is “Se- 
curity from the Cradle to the Grave.” Of what 
value is social security if the government col- 
lects today’s dollars and pays off later in 18c 
dollars? 

Other “Big Lies” we have been told by the 
politicians include: 

—That privileged groups will get something 
for nothing. They have tried this so often that 
now everyone is taxed to give something to 
somebody else in the way of government hand- 
outs. Furthermore, the bureaucrats fail to pass 
on from 40% to 60% of what they collect in 
each tax. We would be 40 to 60% better off 
handling our own charity. 


—That deficit financing is good for the coun- 
try. Our money has steadily declined in value 
each year we have been running a deficit. 


—That real wages can be raised without in- 
creasing production. In the past ten years wages 
have doubled, taxes have tripled and money 
value has declined nearly one-half. Every busi- 
ness man knows that when you increase your 
assets and liabilities equitably, you weaken your 
statement. 

—That business and profits are exhorbitant. 
The truth is, of course, that business and profits 
directly or indirectly pay all the taxes. (With- 
out profits there are no wages and no income 
taxes.) 


—That savings bonds bought today will be 
worth one-fifth more ten years from now, where- 
as the actual truth is that in purchasing power 
the bonds we bought ten years ago are worth 
less than we paid for them. 

Not one American in a hundred realizes that 
total tax collections exceed the World War II 
peak. And not one in a thousand knows that 
hidden taxes—included in the price of every- 
thing he buys—will exceed the amount of his 
income tax. 

We must debunk our politicians’ claim that 
they are responsible for the prosperity or ap- 
pearance of prosperity that we have had in the 
last 15 years. Our prosperity has increased be- 


(Continued on page 83) 
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HIXON IDEA ROOM offers a com- 2 SPACIOUS IDEA ROOM is open every week day and Saturday morning. 
plete library of home plans and a Customers are invited to take their time fn examining building products for 
display of the major materials for the every part of the home. 
home. 
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KITCHEN CABINETS and how they are built are ex- 4 SLIDING DOOR DISPLAY affords the customer the 
plained by a Hixon salesman. These exhibits back up opportunity of seeing how each door will look in the 
the claims of manufacturers’ literature. frame. Push a button and a new door slides into place. 


How Hixon’s is Establishing a Reputation 


“Yes, you get a lot more than good lumber at this really modern lumber 
yard. Hixon-Peterson helps you every step of the way,” states the dramatic 12-page 
promotion brochure available from this progressive Toledo concern. 


Prospective home builders With this idea in mind Hixon-_ tled, “How to Get Closer and 
and remodelers should be made Peterson Lumber Co. with head- Closer to Home.” 
aware of the services and ma- quarters in Toledo, Ohio, pre- The profusely illustrated 
terials available for the job. pared a 12-page brochure enti- booklet is given to all home 


40 October 21, 1950, AMERICAN LUMBERMAN & 





LET CESERER SERS 


ii 


ygaas 


SRERT POLO ES ES, 
: 
: 


ig {titi 


{ 





BUILT-INS like ironing boards and recessed telephone cabinets can be seen 
as they will look when installed. Many of these exhibits are operative. Others 
are exhibited in positions where they can easily be examined. 


7 JAMES GLANVILLE, right, general manager of Hixon- 
Peterson, introduced prospective home builders to the 
contractor who explains building procedure and makes pre- 


liminary suggestions. 


as Headquarters for Home Building 


building and remodeling pros- 
pects visiting the Hixon-Peter- 
son headquarters in Toledo and 
its eight other yards located in 
Ohio and Michigan. The bro- 
chure is also made available to 
contractors and architects to 
help them with their selling. 
It is distributed at home bujld- 
ine shows, fairs and similar ex- 
hibitions at which Hixon-Peter- 
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son takes a booth. Tentative 
plans are being made to de- 
velop a direct-mail piece around 
this brochure. 

The brochure contains step- 
by-step information on the best 
procedures to be followed in 
starting a home; a table of 
costs and payments under fi- 
nancing plans; facts about se- 
lecting lumber and millwork; 


6 BUILDING EXPERTS from the 

Hixon staff provide specialized as- 
sistance in coordinating financing, 
selecting architect, contractor, site 
and materials. 


CONTRACTOR in turn accompanies home builders to 
the architect’s office where details of design and engi- 
neering are discussed. 


. 


details of the Hixon-Peterson 
yard and mill facilities and the 
company’s delivery service. 

Home prospects also find a 
large variety of plan books and 
manufacturers’ literature in the 
Hixon-Peterson home planning 
library. 


This series of Hixon-Peterson pic- 
tures is continued on page 42. 
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house. 


QUALITY LUMBER is of primary 


importance 


stock. 


12 SPUR 


grade and 


14 TRUCK FLEET includes a variety of vehicles, each 
efficient hauling. 
Hixon name is well advertised on each truck. 
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Hixon 


especially 


in building a 
Home prospects visit the lum- 
ber warehouse to 


inspect 


adapted for 


good 


the Hixon 


RAIL TRACK brings freight cars right into the 
weatherproof lumber warehouse where each 
specie is stacked in orderly bins. 


fast, 


Photographs on pages 40-42 are re- 
produced by courtesy of the Hixon- 
Peterson Lumber Co., Toledo, Ohio. 


10 MOISTURE TESTER is frequent- 
ly used to make sure Hixon lum- 
ber is properly dried before delivery 


to the construction site. 


ment. 


AMOUNT 

OF LOAN 
$3,000 
$4,000 
$5,000 
$6,000 
$7,000 
< $8,000 
$10,000 
$12,000 
$14,000 


The 


x OF THE TREES 
* MATERIALS «+ 


| HIXON 


JOB SIGNS include the Hixon 

slogan, “Pick of the Trees.” Use 
of first-grade lumber and millwork is 
emphasized in all the firm’s adver. 
tising. 


13 NEW EQUIPMENT in the mill supplies millwork for 
home and industrial uses. 
floor space is filled with the latest in woodworking equip- 


The 25,000 square feet of 


MONTHLY PAYMENTS 

20-Year Maturity 
18.98 
25.31 
31.64 
37.96 
44.29 
50.62 - 
63.27 
75.92 
88.58 


15-Year Maturity 
22.95 
30.60 
38.25 
45.90 
53.55 
61.20 
76.50 
91.80 
107,10 


15 TABLE OF COSTS enables the home prospect 
gauge the cost of his home with his pocketbook. 
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“Imagine! Even I can lock and lift it 
with only one hand!” 


says typical housewife Mrs. Amy Newell, New York City 








What Mrs. Newell is saying will soon be echoed by mil- 
lions all over the country . . .to your greater profit, if you 
feature amazing new REDdy-Lock Alumiladder. It’s the 
first ladder, the only ladder, ever to offer your customers 
the superiority of lightweight aluminum at the low cost 
of cheaper, less-desirable materials. And it also gives 
them the biggest line-up of exclusive advantages in lad- 
der history (see above). What’s more, of all ladders, 
only Alumiladder is pre-sold by: 1. the nationally-ad- 
vertised-and-accepted CHROMTRIM name, 2. a special 
campaign to 12,000,000 families in. BETTER HOMES & 
GARDENS, AMERICAN HOME, POPULAR SCIENCE, 
MECHANIX ILLUSTRATED, HOME CRAFTSMAN, POPULAR 
HOMECRAFT, etc. So ask your jobber to step in and get 
you set for the big sales step-up with Alumiladder. 


for 
of 
1ip- 


FREE! Plan on “How to Step Up Ladder Sales”! 


D cK | RD. WERNER CO., Inc., Dept. AL : 
295 Fifth Avenue, New York 16, N. Y. 


Please send me full details on how I may become a REDdy- 
Lock Alumiladder dealer (including prices, etc.) 









COMPANY 
ADDRESS__ 

CITY. STATE 
JOBBER’S NAME. 








paNOTHE, 
R. Oo VAY leRNER 

APT T > ZA 
R. D. WERNER CO., Inc., 295 Fifth Ave., New York 16, N. Y. 
In Canada: R. D. Werner Co., Ltd., Oshawa, Ont. é 
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DAVID COWLEY checks inventory. 


Simplified Paint 
Inventory 


A simplified paint 
inventory system can be 
easy to keep and provide 
many benefits. 


The simplified paint inventory 
and sales record shown in the 
accompanying chart can be 
adopted by any dealer who gets 
his paint supplies from one ma- 
jor source. 

David Cowley, son of the 
owner of the Cowley Lumber 
and Hardware Company, in 
California, explains the work- 
ings of the system as follows. 

Using Blind Green House 
Paint for an example, suppose 
there is in stock on the first of 
January 0-5 gallons, 4-1 gallons, 
and 7 quarts. No paint was pur- 
chased during January. Then if 
the figures for February show 
0-5 gallons, 2-1 gallons and 3 
quarts, we know that sales for 
the month of January will be the 
difference between the on hand 
figures for January and Feb- 
ruary. 

Now suppose that during Feb- 
ruary 2-1 gallons and 4 quarts 
are ordered. When they arrive 
they are circled as in the first 
example on the chart. Then to 
get the sales figure for February, 
we subtract the on hand figure 
for March 1 from the on hand 
figure for February and add the 
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Green 
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THIS SIMPLE INVENTORY form allows the small dealer to keep constant 
check on orders, stock and sales. It is worth many times over the small amount 


of time it takes to keep up. 


circled orders (those which have 
been received.) 

If the orders placed in Feb- 
ruary are not received during 
the month and are cancelled by 
the supplier, the “X’’’s are 
drawn through the on order fig- 
ures to show the cancellation, 
meaning the order must be re- 
placed. 

Normally, however, where a 
regular supplier is used, orders 
that cannot be filled right away 
will be back ordered. In that 
case, the letters B.O. are written 
in above the back order figures. 
This eliminates the possibility of 
ordering the same item twice. If 
the order is not filled until the 
following month, the on order 


figures are moved up to the ap- 
propriate column under that 
month, as shown in the last ex- 
ample on the chart. 

Reduced paint inventories 1s 
one of the chief advantages of 
using the inventory system, ac- 
cording to Cowley. Also it is 
easy to kept exact tract of when 
each item of paint should be re- 
ordered to have adequate sup- 
plies on hand. 

During the paint season, Cow- 


_ ley states that his yard tries to 


keep 90 days’ supply on hand, 
or three times the previous 
month’s sales. During the off 
season, 60 days’ supply, or two 
times the previous month’s sales, 
are kept on hand. 
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The PROFIT-BUILDING FRANCHISE 
for BUILDING SUPPLY DEALERS 


When you take on the Westinghouse Line, you get the 
unstinted support and co-operation of your Westinghouse 
Distributor. 

He performs the functions of a Factory Branch Office 
through his warehousing and service facilities. This helps 
keep inventory down, speeds your turnover. He combines 
shipments to save you transportation costs ... handles many 
transactions on one order, one record, one shipment to keep 
your operating costs down. 

He is also your local marketing specialist ... helps you 
order economical quantities of salable products and models 
. .. assists in your sales and service training programs... 
gives you sales promotion counsel and help. Why not get 
acquainted? 


Investigate Your Profit Possibilities with Westinghouse 


MAIL COUPON TODAY! 






WESTINGHOUSE ELECTRIC CORPORATION 
Appliance Division ¢ Mansfield, Ohio 


I would like to hear the full Westinghouse Fran- 
chise story. Please have Distributor’s representative 
call. 


Name 









Firm Name 





Street 
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Home Financing Review and 
Late Developments 


Regulation “X” revises amount of down pay- 
ment and monthly payment requirements within the 
pattern of FHA Titles and Veteran Administration 
loans. It also applies controls to privately backed loans 
for housing. The effect of the regulation can be eased 


up as needed. 


Controls on home financing 
which went into effect on Oc- 
tober 12, are certain to put a 
substantial brake on new house 
construction and the major 
overhauling of older homes. 

The controls constitute one of 
series of moves to restrain in- 
flationary trends in business — 
trends which the administra- 
tion was fostering as late as 
three or four months ago. 

It is likely that the current 
restrictions are more stringent 
than necessary to hold starts to 
800,000 units in 1951. However, 
the stringency of the controls 
does not mean so much at this 
time. As can be noted from the 
chart on the opposite page, 
either the down payment or the 
monthly payment requirements 
or both could be altered from 
time to time either to slow 
down further or to increase the 
gonstruction rate as needed. 
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It appears likely the govern- 
ment is going to try to use the 
housing and building materials 
industries—along with the con- 
sumer businesses affected by 
regulation “W”—to control the 
business pulse of the nation on 
an almost monthly basis. 

President Truman, employ- 
ing the technique used in mak- 
ing regulation “W” effective, 
can turn the flow of credit on 
or off as exigencies demand. 
Whether the housing industry 
will take such uncertainties in 
stride remains to be seen. 

As far as regulation “X” is 
concerned, it is generally ad- 
mitted some brake on easy 


housing credit is a good thing. - 


Most financing institutions had 
already applied their own 
brakes. Hence the effects of the 
regulation will not be as wide- 
spread as at first though. More- 
over, large numbers of applica- 





tions in the works at the time 
the regulation was announce 
assures a good volume of build. 
ing for some time to come. 

If, as expected, building ma. 
terials and construction labor 
are then found to be in over 
abundant supply, public opin. 
ion will no doubt cause an eas. 
ing of controls. 

The main features of regula. 
tion “X” as listed by the Chi- 
cago Journal of Commerce fol- 
low: 

The reserve board’s rules — 
called Regulation X — applies 
to privately financed new con- 
struction started after noon on 
Aug. 3, 1950. The HHFA’s 
curbs apply to private mort- 
gages insured or guaranteed by 
the VA, FHA, and the Depart- 
ment of Agriculture. 

The specific regulations for 
which the HHFA is responsible 
are being issued by the three 
agencies that actually handle 
the mortgages. However, these 
rules were worked out by the 
HHFA and the agency staffs in 
consultation with the reserve 
board as the board’s rules in 
turn were worked out in co- 
operation with the HHFA. 

This is the first time the gov- 
ernment has sought to regulate 
private mortgage credit which 
does not carry government pro- 
tection. 

Authority for taking this 
step and for tightening up on 
government-protected paper is 
provided by the defense pro- 
duction act. 

While the new VA and FHA 
restrictions apply to new and 
existing housing, the reserve 
board restrictions, by congres- 
sional mandate, can apply only 
to homes not started before 
noon, Aug. 3. 

Asked whether this would re- 
sult in inflating the prices 0! 
existing homes, Charles T. 
Fisher Jr., Detroit banker who 
is administering the board pro- 
gram, said that “as a minimum, 
I think you would have to ad- 
mit that is a distinct poss! 
bility.” 

While all mortgages subject 
to the new regulations will car- 
ry a maximum maturity of 20 
years — except for housing 
priced at $7,000 or less—and be 
subject to regular amortization 
requirements, the VA _ dow! 
payment terms are more liber@! 
than those on conventionally f- 
nanced mortgages and mort 
gages insured by the FHA. The 
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ime defense production act carries ree Non-veteran— ___.___ Veteran _ 
| a veterans prefer require- — 
ced a ee ee action | [FHA and conventional] ______[GI loans] 
ild- : _ : down loan down loan 
Down payment requirements price } payment amount payment amount 
ranve from 10 per cent for $ 5,000.00 $ 500.00 $ 4,500.00 250.00 $ 4,750.00 
org] houses $5,000 and under to 50 fn0.00 1,200.00 5'800.00 500.00 6,500.00 
A - sty 6 - ’ . ’ . a, . o ° Vy . 
rverfy Per . on houses costing $24, 8,000.00 1/550.00 6,450.00 750.00 7/250.00 
a 2 SNe Over. 9,000.00 1,900.00 7,100.00 1,000.00 8,000.00 
eas. 4. table prepared by the 10,000.00 2,300.00 7,700.00 1,300.00 8,700.00 
“f HHE'A shows that veterans will pte pin 8,300.00 oe 9,400.00 
ios onlv 5 ver cent 2,000. 3,100. 8,900.00 1,900. 10,100.00 
ula. _ to Lg ese AT 00 $5,000 13,000.00 3,500.00 9,500.00 2,450.00 10,550.00 
Chi.g down on a Be COSUINE 90; 14,000.00 3,900.00 10,100.00 3,000.00 11,000.00 
fol.§ OF under. Others will have to 15,000.00 4,300.00 10,700.00 3,550.00 11,450.00 
advance 10 per cent. pepo a pee 10,900.00 4,300.00 11,700.00 
Cog ne wi ong pia 18,000.00 6,700.00 11,300.00 5,800.00 12,200.00 
C  beedl wrtleg ey 19,000.00 7,500.00 11,500.00 6,550.00 12,450.00 
con.f Permitting any builder or other 20,000.00 8,300.00 11,700.00 7,300.00 12,700.00 
1 ong Person who made substantial 21,000.00 9,200.00 11,800.00 8,150.00 12,850.00 
‘A's commitments before Aug. 3 22,000.09 11'000.00 12°000.00 9'850.00 —-:13°130.00 
SE wth a vi Va: : 23,000. 000. 000. 9,850. 3,150.00 
ort: ier setion” = ne veer 24,000.00 11,900.00 12'100.00 10:700.00 3'300.00 
i by Construction to apply for re- 24,250.00 12,125.00 ; 12,125.00 10,912.50 13,337.50 
art.@ lief to his regional reserve bank. —_ Over 24,250.00 50% 50% 45% 55% 


The official down payment re- 
forg quirements are based on a per- 
sible centage of the transaction 
hreef Price at which a man buys a 
ndle house. However, Richards said 
hene the FHA will continue to ap- 
they Praise a home for value” and 
will require a buyer to make up 


REGULATION “X” HITS AT THE HEART of the housing industry—the house 
in the $10,000 class—by making the down payment and monthly payment require- 
ments so tough that most prospective purchasers are ruled right out of the 
market. Our guess is these regulations will be relaxed before too much damage 
is done—and a 900,000 unit housing year will be allowed in 1951. If all goes 
well with the defense effort, this figure will be up. 





F H. A. INSURED LOANS 


is in the difference between the 
erve ° ‘ , NATIONAL HOUSING ACT AS AMENDED - 1950 
ote transaction price (less down 
o. payment) of a house and the 
maximum loan agreed to by the SUMMARY OF TITLES 
gov- FHA in a larger down pay- 


,f ment. Titles I through VIII of the National Housing Act may be summarized as follows: 
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quently develops, when prices 
are rising, between the time the 
FHA issues a commitment to 
insure and the time the house 
has been completed. 

The VA has been refusing to 
recognize such cost increases 
for loan guarantee purposes 
but a spokesman said he ex- 
pects the agency will have to 
reverse its stand soon. 

Although the total effect of 
these latest regulations as re- 
viewed above will be to drive 
speculative contractors into the 
lower price housing field—they 
will almost certainly have to try 
to get within the $8,000 class— 
it is probable the custom built 
house as high as $15,000 will not 
be too adversely affected. 

There are still many families 
who are prospects for individu- 
ally built homes—and it is these 
families that usually have the 
money for substantial down pay- 
ments. 

The lumber dealer is the most 
logical source to develop this 
particular type of business. 


THE CHART at right, prepared bY 
NRLDA, reviews various financing 
Methods available under FHA. 
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Title I 
Generally is designed to encourage loans to finance the 
alteration, repair and improvement of existing structures, 
with certain provisions pertaining to the financing of new 
commercial and agricultural buildings, and the insurance 
of long term mortgage loans to finance individual homes. 





Title II 
Provides long-term mortgage insurance for individual homes 
and rental projects based on economic soundness. 





Title II 
Authorizes the establishment of the Federal National Mortgage 
Association to purchase mortgages insured by FHA, or guaranteed 
by VA, and thus provides a secondary market 


Title IV . 
Provides for the creation of the Federal Savings and Loan 
Insurance Corporation which operates under the Home Loan 
Bank Board. 


Title V 
Contains the penal provisions under the National Housing Act. 


Title VI 
Provides insurance of loans to manufacturers of homes (pre- 
fabricators) for a one year term. 


Provides for insurance of construction advances for single 
family housing in projects of 25 units or more. 


Title VII 
Provides insurance for investments in rental housing. 


Title VIII 
Provides insurance for military housing. 
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Manufacturers’ Spokesmen Predict Good Year in ’51 





Consensus at Annual Producers Council 


Meeting in New York City is that the outlook for indus- 
try is generally bright, despite current economic and 


international conditions. 


Although cutbacks in con- 
struction volume are in prospect 
for 1951, the overall outlook 
for next year is optimistic. This 
was the consensus of the econ- 
omists and industry leaders 
who analyzed the topic at the 
annual meeting of the Pro- 
ducers’ Council, held in New 


York, September 27-29. 

In a report to the board of 
directors at the opening of the 
meeting, James M. Ashley, 
president of the Council, and 
director of public relations, 
Libbey-Owens-Ford Glass Com- 
pany, said, “To supply the 
record-breaking demand for 
building products this year, 
manufacturers have been pro- 
ducing materials and equip- 
ment at the highest rate in his- 
tory, with production in the last 
several months running around 
75 percent greater than in the 
period preceding World War II. 

“The output of some build- 
ing products, including cement, 
structural steel, plywood, gyp- 
sum board and lath, and warm 
air furnaces, has increased 100 
percent or more during the last 
10 years in response to the 
greater demand. 

“The temporary shortages of 
some materials, resulting from 
the unprecedented and totally 
unexpected increase in residen- 
tial construction, should be 
eliminated in a relatively short 
time. 

“As of the present, there is 
every reason to believe that of- 
ficials in Washington intend to 
encourage a healthy volume of 
construction alongside the de- 
fense program, in order to 
maintain a balanced economy 
and to sustain employment in 
the nation’s largest non-agri- 
cultural industry. There also is 
every reason to believe that the 
materials supply will be suf- 
ficient to meet all requirements 
unless the defense production 
program is accelerated beyond 
present schedules.” 

In a panel discussion on the 
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topic of the outlook for con- 
struction in 1951, moderated 
by Miles L. Colean, economist, 
John Dickerman, legislative di- 
rector of the NAHB, estimated 
a home building volume of ap- 
proximately 800,000 units bar- 
ring unforeseen military de- 
mands. 

“That estimate is based part- 
ly on the basis of what we un- 
derstand to be the aims of the 
government, and its desire to 
maintain a full economy, and 
partly from information we 
have gathered from our mem- 
bers,” Mr. Dickerman said. 

“Today, builders are being 
beset by two difficult problems, 
shortages of building materials 
and of interior construction 
credit. We have no reports that 
labor shortages are a serious 
problem. Reasonably adequate 
supplies of long-term mortgage 
finance are available. The con- 
sumer market is holding up 
well. 

“Shortages in construction 
money are in no small part 


- due to lenders’ fears that build- 


ers will be unable to complete 
due to materials shortages and, 
secondarily, to the lenders’ nat- 
ural conservatism in the face 
of an uncertain future and re- 
quests by government agencies 
that their extension of credit be 
curtailed. Material shortages 
are, of course, chiefly the 
product of a tremendously ex- 
panded volume at this time. 

“It is clear that efforts will 
be made to channel home build- 
ing into the lower and moderate 
price levels, with somewhat 
more rigid controls being im- 
posed upon higher priced or 
luxury housing, which, of 
course, volume-wise is relative- 
ly small,” Mr. Dickerman con- 
cluded. 

During the same discussion, 
Walter E. Hoadley, Jr., econ- 
omist of the Armstrong Cork 
Company, pointed out that 


there is desperate need for the 
government to spell out pub- 
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licly what its requirements of 
the building industry wil! be 
next year. 

“In the absence of such an an- 
nouncement, cutbacks in build- 
ing plans easily could be too 
severe for the good of all con- 
cerned,” Mr. Hoadley said. 

“Uncertainty now overshad- 
ows demand in the construction 
field. In view of conflicting 
public announcements and 
threats of intensified controls, 
present building plans almost 
assure reduced building opera- 
tions during at least the first 
half of 1951. 

“If all-out war is avoided, the 
demand for building materials 
for residential construction 
next year should be high, al- 
though perhaps 10 to 25 percent 
under the 1950 level. 

“The prospect of a prolonged 
period of military preparation 
and _ international ‘incidents’ 
should not be minimized. Un- 
der such conditions government 
must make provision for a high 
level of building to enable in- 
dustry to grow, relocate and ex- 
pand, and to provide for fur- 
ther gains in living standards 
which, after all, are essential as 
a motivation to fight to pre- 
serve our economic system,” 
Mr. Hoadley added. 

Dr. Edwin G. Nourse, former 
chairman of the President’s 
Council of Economic Advisors, 
summed up the national eco- 


. nomic picture in a _ luncheon 


address to the group. “When 
you pile a war scare—World 
War III or recurrent Korea— 
on top of a peace-time infla- 
tionary binge, you subject your 
economy to the biggest burden, 
the most dangerous strain, you 
can,” Dr. Nourse cautioned. 
At the annual election of new 
officers, A. Naughton Lane, vice- 
president of Monarch Metal 
Weatherstrip Corp., of St. 
Louis Mo., was elected presi- 
dent; Elliott C. Spratt, of the 
Hillyard Company, St. Joseph, 
Mo., first vice-president; R. S. 
Hammond, of Johns-Manville 


‘Sales Corp., of New York, sec- 


ond vice-president; F. J. Close, 
of the Aluminum Company of 
America, Pittsburgh, treasurer, 
and Charles A. Snyder, Rich- 
mond Screw Anchor Co., of 
Brooklyn, secretary. 
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More latches... 


More lacquer 





More linoleum... 7 


And cement, casements and casings! These 
—and hundreds of other building supplies— 
now move faster, safer and cheaper on mod- 
ern Rapistan Material Flow equipment. 

Rapistan conveyors move your materials 
from boxcar to storage; from storage to de- 
livery truck—with no in-between handling! 
They save you countless man-hours, reduce 
breakage, and give trouble-free service— 
indoors or outdoors—for years! 

Whether you need gravity conveyor for 
fast unloading, power belt conveyor for 
loading and stacking, or a complete “flow” 
system—buy Rapistan! It’s profitable. 


SEND FOR YOUR COPY of “The Hands that Lift the 
Materials Lower the Profits!’ See how Rapistan 
equipment cuts boxcar unloading cost per car from 
$17.10 to $1.90; reduces frame and door storage 
handling cost 68.7%; makes possible simultaneous 
unloading and sorting of lumber—how Rapistan 
can work for you! 

The RAPIDS-STANDARD COMPANY, Inc. 
238 Rapistan Building ¢ Grand Rapids, Michigan 


Representatives in Principal Cities 


as oll 

















CONVEYORS: Power or Gravity, Portable or Stationary. 


CASTERS © PLATFORM TRUCKS © HAND TRUCKS 
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MFMA Northern Hard Maple Floor in the 
summer lake shore residence of Architect 
George G. Schneider, Milwaukee, Wis. 


For a better deal all around .. . in 
dollars, decorativeness, durability 


NORTHERN HARD MAPLE 
Amoricas Favorite Residontial Fleer’ 


Well-laid floors of beautiful, bright, lifetime-wearing 
Northern Hard Maple, help sell homes. 

How about costs? 

Strictly competitive with cost of any good floor... 
still better if you take advantage of this often—over- 
looked economy. . 

Use MFMA Second or Second-or-Better Grades; enjoy 
appreciable savings at no sacrifice in beauty, utility, dura- 
bility or easy finishing! Use MFMA Third Grade, in 
many areas, and it’s an even better deal. 

Remember, MFMA _ strictly-enforced grading rules 
guarantee absolute soundness, true dimensions, genuine- 
ness of species. AJ] MFMA Grades are good grades, 
worthy of use in the finest homes. 

For full details, dimensions, standard specification data, 
see Sweet’s—Architectural 13g-7; Engineering 4j-21. 
Write for special folder of latest MFMA approved finishes 
and processes. 


MAPLE FLOORING MANUFACTURERS ASSOCIATION 


Suite 584 — Pure Oil Building 
35 E. Wacker Drive, Chicago 1, Illinois 


HARD MAPLE 


FLOOR WITH NO prc senamyngs tin 
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LOW 
PRICES 


Warehouse or Carload 
Shipments 


Dependable shipments of high 
quality birch plywood—birch ve- 
neer—birch lumber—birch doors. 


BIRCH PLYWOOD 


STOCK PANELS 


Grades A-A, A-1, A-2, A-3, 1-1, 1-2, 
1-3, 2-2, 2-3, 3-3. All thicknesses: 
If” to 34". Complete stock sizes 
or your sizes upon request. 


BIRCH DOOR PANELS 


Grades available: 1-3, 2-3, 3-3, in 
fe" and 3/16” thicknesses. All 
panels are 3-ply construction. 


Phenolic, Urea, Melomine and 10 
Cycle Glue. All hot press glues, 
on door panels and stock panels. 
All birch plywood meets standard 
CS 35-47 Bureau of Standards 
specifications. 


BIRCH VENEER 


Rotary and Sliced Cut. Standard 
Thicknesses. Faces, Backs, Cross 
Banding & No. 1 Sheet Stock. 


Specify your Requirements. 


DEPENDABLE 
DELIVERIES 


ss. ¢+ 8 
W. R. BRAUND 
COMPANY 


Suite 214, Dept. CD 
Wabeek Building 


BIRMINGHAM, MICH. 


Telephone Mid West 4-3450 — 53 
TWX Birmingham 500 
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Convenient Storage 


Here’s a storage idea adaptable 
to many products and situations. 
Wheat Bros., lumber and building 
materials dealer at Moravia, N. Y., 
built this long building with con- 
tinuous sliding doors on both sides. 
Lumber is unloaded directly from 
the cars on one side and pulled di- 
rectly onto trucks for loading out 
on the other side. Truck side of 
building is on down slope so that 
bed of truck matches floor of the 
building. 

Sliding doors are yard built and 
sheathed with aluminum siding for 
finger tip operation. Fred Wheat 
reports doors should be substan- 
tially framed. 


TARIFT 
CENTER 
Bx» 


Sign Saves Sales 


If the building of a new display 
room and store means you change 
locations or even entrances, be sure 
to keep your customers posted. 
Many old time customers call only 
three or four times a year. So keep 
the sign clean and readable over a 
period of months. 

This sign hangs on the unused 
office of the American Coal and 
Supply Company, Fort Wayne, Ind. 


Sidewalk Selling 


Space between your display win- 
dows and the city sidewalk can be 
put to work selling many seasonal 
items. Concrete the area to match 
the city sidewalk and wheel out 
some interesting pieces of home 
maintenance equipment. That’s all 
there is to it. 

The photo shows how effectively 
the plan works at Luzerne Lumber 
Company, Luzerne, Pa. The idea 


is particularly good as a traffic f 


stopper on heavily traveled streets. 

If you decide to design this idea 
into your new store, better check 
with the city fathers to meet all 
legal requirements. 


Two-Way Savings 

This handy idea used by the 
Osterhage Lumber Company, Vin- 
cennes, Ind., saves time for the cus- 
tomer and it saves time and money 
for the yard. Various sized pack- 
ages of all the most commonly used 
nails are made up and tagged to 
indicate type of nail, weight of 
package, and price. It takes only 4 
second to serve a customer—the 


packaging can be done in spare§ 


moments between sales. 
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Eye-Level Display 


Putting asphalt siding and roof- 
ing up on a tilted platform where 
it is easy to see, adds sales punch 
for People’s Planing Mill, retail 
building materials concern at Punx- 
sutawney, Pa. This display gives 
roofing a real appearance of im- 
portance compared to the haphaz- 
ard manner in which samples are 
often stood against a wall or table, 
or laid in a pile on a counter. 


The Salesman's Corner 


WHAT counts during the critical 
final moments of a selling interview 
is not how much you’ve said up to 
that point, but how much of what 
you’ve said your customer RE- 
MEMBERS! 

For top results, therefore, you’ve 
got to do more than just present 
your points. You’ve got to drive 
them in... with the hammer of 
good visual showmanship. 

To that end, make it your assign- 
ment this month to carry with you 
into your customer’s presence all 
usable displays, parts, samples, test 
kits, photographs, diagrams and 
testimonials. 

And be PARTICULARLY sure 
you do that in the case of the very 
customers you know most inti- 
mately so intimately that 
perhaps you’ve gotten into the 
habit of calling on them empty- 
handed, unarmed with the tools 
of selling. 

True enough, faithful execution 
of this month’s assignment may 
mean you'll be lugging around a 
briefcase a little heavier than it 
Otherwise might be. But so what? 
That extra weight is worth-while 
weicht! 

Without it, you’re like a man try- 

ing to drive in a spike with a tack 

hammer. With it, you have what it 

takes to make your selling point 
PENETRATE. 

—Richard C. Borden 

The Dartnell Corp. 
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the exclusive 





Shipped completely as- 


sembled in shipping ear- 
ton 4”x46"x96”. Shpg. wt. 


approx. 100%. 





Patents Pending 


L. S. TAYLOR MANUFACTURING CO. 


851 Marietta St., 


Every TAYCO door has 


“Floating 
Spring"* feature ... 


THAT'S WHY 











SEMI-AUTOMATIC GARAGE DOORS SELL 
FASTER, EASIER 


Exclusive “Floating Spring’* feature adds tremendous 
sales appeal to Tayco garage doors. Installation is so 
easy, so simple—it can be accomplished in about 30 
MINUTES. The pre-loaded spring is mounted on the door 
panel making field adjustment unnecessary. 


The beautiful Tayco door gives smooth, quiet, feather- 
touch operation—lifetime, trouble-free service. Made of 
tough alloy, heavy gauge aluminum, it is fire-resistant. 
won't rust, rot or warp and doesn’t require painting or 
expensive repairs. 


There are real profit possibilities for YOU in TAYCO 
garage doors—a quality product with repeat sales that 
does not require service. 


WHOLESALERS-JOBBERS — A few choice 
territories still open. Write for full informa- 
tion. Do it today] 


L. S. Taylor Manufacturing Co. 
851 Marietta St., N. W., Atlanta, Ga. 


Gentlemen: 
Please send full information and prices to: 


VTrrrrire. fe 


N. W. HEmlock 4825 Atlanta, Georgia 


PD eiiiicviewncesiaes sacotine re eee were ae te tants C1) Wholesaler 
ee ere eee eee erry ee” ( Jobber 
City C) Dealer 
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wide fireplace. Its soft pastel shades are harmonious with 
the furnishings. A gray-green carpet covers all floors from 


wall to wall. 


NOTE HOW the living, dining, and sun rooms are de 


signed into one large area—how partition drapes may be 
pulled to separate each from the other. 


How an Oregon Lumberman Built His Home 


West Coast lumberman builds his home of the materials 


and amid the surroundings he knows and loves. 


When B. S. Cole, president of 
the Rosboro Lumber Company, 
Eugene, Ore., planned his new 
home, naturally, lumber was 
one of the most important ma- 
terials to be used in its con- 
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struction. Now completed, it is 
a beautiful example, not only 
of gracious livability, but of the 
many structural and decorative 
functions of lumber in a home. 
Commanding a hillside over- 


looking the valleys that stretch 
to the mountains, the Cole home 
combines the delicate coloring 
of Arizona stone with naturally 
finished fir siding, applied ver- 
tically. Although the architec- 
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CABINETS CLEVERLY 


BROAD WINDOWS in all rooms permit a clear view of 
The house was carefully lo- 
cated on the property with this in mind. 


the beautiful surroundings. 


tural style is modern, the struc- 
ture blends and harmonizes 
perfectly with the surround- 
Ings. Mrs. Cole, who had an 
important voice in the planning 
of the home, describes it as 
modern functional, but not 
ultra-modern. 

interior walls and ceilings, 
with the exception of the kitch- 
en, are paneled in clear, verti- 
cal grain wood. Living, dining, 
anc sun rooms are finished with 
blexched western hemlock. The 
Master bedroom and dressing 
room are bleached Idaho white 
Pine. The kitchen has wide ex- 
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panses of cabinets, also white 
pine, but finished naturally 
without bleaching. 

The den, a cozy room with an 
elevated fireplace on one wall 
and completely covered with 
book shelves on the other, is 
finished with western red cedar. 
The warm coloring of the cedar 
and the comfortable furnish- 
ings make it a spot for relax- 
ation. The kitchen and break- 
fast rooms are combined, a fea- 
ture that adds utility as well as 
spaciousness to both. The floor 
covering is red asphalt tile. 

Following the same pattern 


the rooms. 


| 


i 
NATURALLY FINISHED white pine cabinets give the 
kitchen a distinctive, pleasing appearance. 


of design, the living, dining, 
and sun rooms are actually one 
large area, separated by built- 
ins and low storage walls. How- 
ever, each may be isolated from 
the other by drawing drapes. 

The house contains approx- 
imately 3,000 square feet of 
floor space, all on one level. 
Basementless, it is heated by 
radiant coils in the concrete 
slab. 

Lumber used in the home was 
all produced by Mr. Cole’s 
company, whose timber stands 
are in the Cascade mountains 
east of Springfield, Ore. 
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Pricing for the Right Profit 


Cincinnati dealer offers an “Inventory Turn- 
over Ratio” as a valuable help in determining the cor- 
rect retail selling price of building materials. 


The letter below was written 
by Thomas E. Tucker, assistant 
to J. H. Thornell, president of 
The Pierson Lumber Co., Cin- 
cinnati, Ohio, in response to 
American Lumberman’s edito- 
rial, “Your Profit Is in Your 
Pricing.” 

Mr. Tucker’s pricing for- 
mula is revealed in the next 
column. 


Dear Mr. Hood: 

Many weeks ago our president, Mr. 
J. H. Thornell, and I were discussing 
the problem of pricing lumber so that 
the markup to retail would accurately 
reflect the full “cost of doing busi- 
ness” load on a pro rata basis. 

Mr. Thornell felt that the basis for 
prorating the cost of doing business 
should—to a great extent—be the in- 
ventory turnover ratio. The develop- 
ment of a pricing formula which 
would take the turnover ratio into ac- 
count was discussed, but we found no 
solution at that time. 

Since then a stock and inventory 
control system has been reinstated. 
Among other things we will utilize 
these records to determine the inven- 
tory turnover ratio, thus compiling 
data which we believe is necessary to 
consider in arriving at a sound, prof- 
itable markup formula. 

In the meantime we had read your 
excellent article, “Your Profit Is in 
Your Pricing”, in the American Lum- 
berman of June 17. Your ideas on 
markups that result in a fair return 
on invested capital make good, com- 
mon sense. Certainly if more lumber 
retailers would take heed of your 
words many of them would not be in 
the predicament they are today... 
reluctant to raise prices yet getting 
caught tighter and tighter in the 
squeeze of advancing replacement 
costs. 

In an attempt to round out a work- 
able pricing formula, I developed the 
material enclosed with this letter. I 
would consider it a favor if you would 
be kind enough to express your frank 
opinion on these ideas and drop me 
a line. 

I fully realize the inconsistencies 
that enter into the use of the turn- 
over ratio in a formula and have tried 
to point out how to avoid these pit- 
falls. Nevertheless, everything else 
being equal, I believe you will agree 
that the varying rates of turnover of 
different lumber items justify a high- 
er or lower markup as the case 
may be. 

Very truly yours, 


THOMAS E. TUCKER 
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Inventory Turnover Ratio 
By THOMAS E. TUCKER 


Assistant to the president, The 
Lumber Co., Cincinnati, Ohio 


Pierson 


An inventory turnover ratio 
of the many lumber and build- 
ing supply items would be of 
value in helping to determine 
the retail selling prices of these 
materials. The present system 
is based upon the cost of the 
material f.o.b. yard, plus a flat 
markup for any specific item— 
this markup including the cost 
of doing business and the mar- 
gin of profit. The use of a 
turnover ratio would establish 
a sound basis for charging the 
pro rata cost of doing business 
expense to each item concerned 
in the markup to retail. 

The establishment of an ac- 
tual turnover ratio for the full 
cycle of one year would be de- 
sirable, but to compute this 
would take more time than can 
be devoted to the project at 
present. It is felt that per- 
haps a method of working out 
relative turnover ratios between 
items themselves might be of 
value in developing a more uni- 
form basis of marking up to 
retail. 

Before leaving the individual 
turnover ratio idea, however, 
let’s keep this fact in mind. The 
turnover ratio can vary, de- 
pending upon the average in- 
ventory which is carried in 
stock—or more specifically, de- 
pending upon the size and cost 
of the beginning inventory. For 
example, if in 1950 the amount 
of the beginning inventory of 
2 x 4—8 No. 1 SLYP was 10,000 
ft. BM and during the first six 
months the amount of 2 x 4 -8s 
sold was 25,000 ft. BM, the 
turnover ratio would be 2.5 to 1. 
On the other hand, if the be- 
ginning inventory on January 
1 was 5,000 ft. BM and the 
footage of the 2 x 4 -8s sold dur- 


LUMBERMAN 


EXCLUSIVE 


THOMAS E. TUCKER 


ing the first six months re- 
mained the same—25,000 ft. 
BM—then the inventory turn- 
over ratio becomes 5.0 to 1. Be- 
cause of this factor of differ- 
ences in the quantities of begin- 
ning inventories which will 
result in different turnover ra- 
tios, it is necessary to estab- 
lish an average or normal in- 
ventory. The average inventory 
would then be used as the basis 
for the beginning inventory. 

Relative Turnover Ratio: 
Even though an individual turn- 
over ratio for each item cannot 
be immediately established, if 
a relative pattern can be set 
up, it will serve as a basis for 
comparative markups to retail 
within any group of like items. 
Theoretically then after the rel- 
ative ratios were established, 
the actual turnover ratio of ev- 
ery like item could be worked 
out if the turnover ratio for one 
key item were known. 

Let’s take an example. As- 
sume that you operate a small 
lumber yard and are interested 
in determining the yearly turn- 
over ratios of No. 1 Com. YP 2 x 
4s in lengths from 8 to 20 feet. 
First, individually total all the 
orders delivered on these items 
for a period of time long enough 


_to be considered accurately rep- 


resentative of a full year. Bet- 
ter yet, take the deliveries for 
a full year, thus completing 4 
full cycle. Now establish the 
ratio that exists between the 
sums of these lengths of 2 x 4s, 
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One way... to 


MAINTAIN SALES 


VOLUME DURING 
THE 


Each year at this time, with the decline of “starts” on residen- 
tial construction, the retail lumber dealer faces the problem 
of maintaining building material sales and minimizing the 
seasonal slump. Although it is obviously impossible to “a 
something” about the weather, you can maintain a good 
measure of your volume by slanting your local promotion to 
take advantage of the roof and exterior wall repairs that 
become so obviously necessary when bad weather sets in. 
Principal reason for the sharp winter decline in “starts” 
for new houses is the difficulty of performing foundation 
construction. The weather does not have this serious deterrent 
to over-walling with Fitite Shakes and over-roofing with 
% Stayon stained cedar shingles. We have records of many 
« - heads-up dealers who have refused to accept the old pattern 
P 1] ND ER HH] & A Pp | | E of peak summer sales and winter slumps—men who have 
established a definite program of “repair season” sales, and 
their experience shows what can be done to make big 
D 1] U ( L A S 4 | R profits out of this fringe season business. 

.. Although Fitite Shakes and Stayon stained shingles are in 
| terrific demand throughout the year, you will find that it is 
RED W HH] HH] D E somewhat easier to obtain these quality materials for your 

remodeling sales during these later months. 
Investigate the potential remodeling business in your own 
LUMBER community. Find out for yourself how much you can accom- 
plish in dollar volume to take the place of diminishing fair- 


WBA fe) 54.4 weather sales. Write to us for remodeling literature that will 


help you step up sales of Fitite Shakes and Stayon shingles 


MOLDINGS this winter. For the first in quality, of course, 
SIDING 


ig hele) livres , Insist on . 


the Original, 
Silbernagel md itite 


at ee SHAKES 
-§. Michigan Ave.,Chicago 3, Ill. COLONIAL CEDAR CO., INC. 


Telephone RAndolph 6-0540 600 WEST NICKERSON 
SEATTLE 99, WASHINGTON 








Buitpinc Propucts MERCHANDISER 








*taking the slowest mover as a 
basis. 

Assume that the totals for 
the period are as follows: 


2x4-8 8,000 pes. 
10 4,500 pes. 
12 7,000 pes. 
14 3,700 pes. 
16 2,800 pes. 


*In taking the slowest moving item 
as a basis for computing the ratios, 
keep in mind the fact that this item 
must show sufficient sales activity in 
itself to be considered fair and repre- 
sentative. 

In the example illustrated here, if 
the group were enlarged to include 
lengths up to 2.x 4—34’ and 36’ and 
the slowest moving item still taken 
as the basis, the relative ratio pattern 
would be considerably distorted. The 
reason is obvious. As you get into ex- 
treme lengths or sizes which are used 
for special purposes, the demand is 
irregular and therefore deliveries 
within the period under study are in- 
consistent with the balance of the 
group. 

To eliminate distortion in these in- 
stances where the group includes an 
extreme range of lengths, a sounder 
approach would be the use of an item 
in the faster moving bracket as the 
basis for setting up the relative turn- 
over ratios. Better yet, confine the 
group under study to either of those 
pieces in which there is a steady to 
moderate movement, or to those which 
move very slowly from your yard. 





18 1,300 pes. 
20 900 pes. 

In this group the 2 x 4 - 20s 
are the slowest movers for the 
period under consideration. 
Only 900 pieces were delivered. 
Therefore, take that figure— 
900—as the basis for determin- 
ing the relative turnover of the 
other lengths. In other words, 
900 will be as 1 and the other 
lengths will be expressed as a 
ratio to 900 or to 1. 

After computing you then 
have 


2x4-8 8.89 to 1 
10 5.00 to 1 
12 7.78 to 1 
14 4.11 tol 
16 3.11 to 1 
18 1.44 to 1 
20 1.00 to 1 


The above ratios give a clear 
picture as to the relative move- 
ment of the seven items from 
your lumber yard. For every 
2 x 4 - 20 that leaves the yard 
there are almost nine pieces of 
2x 4- 8s going out on delivery. 
The cost of doing business ex- 
pense should be prorated ac- 
cordingly on the 2 x 4 - 8s and 
the other five lengths in arriv- 








A Profit-Margin Guide 


We feel that for the lumber busi. 
ness—or any other business for that 
matter—to survive and prosper it 
must, among other things, adhere ty 
a pricing policy built upon a thor. 
ough knowledge of costs and to in. 
clude a profit margin consistent with 
the amount of capital invested. 

If more dealers with an otherwise 
soundly-operated business would as. 
sume leadership in marking up prices 
so as to get their entitled 10% net 
profit before taxes, then they would 
find themselves prospering, not merely 
surviving on 1% to 3% of sales as 
Mr. Hood’s article pointed out— 
Thomas E. Tucker. 



























ing at the final markup to re. 
tail selling price. 

To carry the above example to 
the final step, if the individual 
(not relative) turnover ratio of 
the 2 x 4 - 20s in this same 
period of time was found to be 
3.4 let us say—then the indi- 
vidual ratios of all the other 
six could be quickly figured by 
multiplying 3.4 times the rela- 
tive ratio figure. Example: To 
compute the individual turn- 
over ratio of the 2 x 4 - 12s, 
multiply 3.4 by 7.78. 























Let Ferguson demonstrate how well we can meet your needs in 


Southern Hardwoods 
West Coast Woods 


Southern Pine © 


Write, wire or phone 


Now in our 57th year 


W. T. FERGUSON 
LUMBER COMPANY 
sselet 








ST. LOUIS | 





here’s the 


jobs. 


bags! 





DOES TWICE THE WORK 


. . . For MONEY-SAVING, LABOR-SAVING. 
TIME-SAVING handling of any bagged materials, 
hand truck. Built with an auxiliary 
frame on a sturdy, all-metal truck, the ‘“Twin- 
Tilt” simply goes forward under pallet and finger- 
tilts back with 1,200-lb. load of “loose” sacks 
against truck for easy-rolling loading or unloading! 


Effort-saving truck keeps men fresher for other 


No sack-tearing with “Twin-Tilt” all welded trucks! 
No load-slipping with fully supported, automatically aligned 


WRITE TODAY fer Labor-Saving details by return mail! 
TWIN-TILT TRUCK CO. 
Subsidiary of Sakrete, Inc. 

P. O. Box 11, St. Bernard, Cincinnati 17, O. 


IN HALF THE TIME 
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WESTERN PINE ASSOCIATION Selling Essential knee-action Doors is easy—they 
Yeon Building - Portland 4, Oregon practically sell themselves. They have sales fea- 
THESE ARE THE Idaho White Pine tures no other door can offer. With no kick-out 
WESTERN PINES | Ponderosa Pine Sugar Pine at the bottom, the Essential Door can be used 
anywhere—next to streets or alleys because the 
THESE ARE THE | Larch, Douglas Fir, White door stays completely inside the building. The 
ASSOCIATED | Fir, pg Ps original and exclusive knee-action feature makes 
woops pee oneal — opening and closing easy—and safe. It clears all 
vi makes of cars. It’s easy to install. Expertly engi- 
: WOODS FROM | THE WESTERN PINE REGION neered and built—the Essential Door is sold on a 
|... ) y money-back guarantee! 
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AMONG THE DEALERS 





Fulton New NRLDA 
President 





CLYDE A. FULTON, Colburn-Fulton Lumber Co., 
Charlotte, Mich., was elected president of the National 
Retail Lumber Dealers Association at the association’s 
annual meeting held at the Shamrock Hotel, Houston, 
Tex., Oct. 8-12. He succeeds C. B. Sweet, Long-Bell 
Lumber Co., Longview, Wash., who completed a two- 
year term. 

C. W. Gamble, Boise-Payette Lumber Co., Boise, 
Idaho, was elected vice president of the association 
and Fred R. Stair, Farragut Lumber Co., Knoxville, 
Tenn., was elected treasurer. 

Application by the Oklahoma Lumbermen’s Asso- 
ciation for admission to NRLDA was rejected by the 
board of directors. Representatives of the Northwest- 


ern Lumbermen’s Association served notice that. they 
will be unable to meet the National’s dues assessment 
for next year. No action was taken on this matter, 

A convention highlight was the announcement that 
the Lumber Dealers Research Council headed by Clar. 
ence Thompson, Thompson Lumber Co., Champaign, 
Ill., has allotted a sum of $12,500 for a comprehensive 
study of distribution methods in the building ma. 
terials field. The agency to make this study has yet 
to be selected. 

Some 350 men and 220 women registered for the 
convention. The total attendance exceeded these fig. 
ures, since many Texas dealers did not register. 

Committee reports were made by H. R. (Cotton 
Northup, executive vice president, NRLDA; Phil 
Creden, chairman, Public Relations Committee; and 
Everett Wilson, director of public relations; W. ( 
Sell, chairman of the education committee; James 
Mack, chairman, Materials Handling Committee; W. A 
Barksdale, treasurer, and W. W. Anderson, chairman, 
budget committee. 

Past President Norman Mason spoke on the con- 
struction and materials outlook and Boyd Mahin of 
MacLeish, Spray, Price and Underwood, outlined the 
latest wage-hour developments. 








Michigan Dealer's Softball Team Wins Prizes and Good Publicity 


Good publicity for the Port 
Huron (Mich.) Lumber Co. came 
out of this softball team pictured 
above. The team, which was backed 
by the lumber concern, won the city 
championship and was also the 
Class B winner in the Blue Water 
Festival state amateur competition. 
F. B. Kellogg, second from right, 
representing the Port Huron Lum- 
ber Co., is shown receiving one of 
the two trophies awarded the team. 

Each of these players was fur- 
nished complete uniforms em- 
blazoned with the name of the Port 
Huron Lumber Co. The lumber 
concern spent some $600 for uni- 
forms and incidental expenses; 
money well spent believes Proprie- 
tor F. B. Kellogg, who can point to 
dozens of newspaper clippings in 
which the name of his concern is 
mentioned. 


In addition to sponsoring the 
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softball team, this Michigan lumber 
retailer also sponsors broadcasts of 
high school athletic events, thus 
hundreds of future customers get 
to know the name and services of- 
fered by the Port Huron Lumber 
Co. 


Memphis Meeting 


Joe Conners of the E. L. Bruce 
was champion golfer at the 32nd 
annual tournament of the Lumber- 
man’s Golf Association of Memphis. 

119 members and guests com- 
peted in the tournament and 209 
attended the banquet. 

Herbert Jorden succeeded Sam 
Carey as president, W. A. Seagle 
was elected vice president, and Paul 
Miller secretary treasurer. 

Directors include Sam Carey, 
Hugh Jacques, Lynn Wilbur, Max 
Pinkerton and Leroy Turner. 


Harris Named Secy.-Mgr. 
New York Lumber Trade Assn. 


Whitney F. Harris has bee 
named secretary-manager of the 
New York Lumber Trade Associa- 


tion, Inc. and managing director 0 § 


the magazine, Lumberland. 


Mr. Harris has been closely as § 


sociated with the building mate 


rials field all his life. He joined the f 


Dykes Lumber Co., Brooklyn, it 


1927, and more recently had beer§— 


a member of the Philip Carey 
Manufacturing Co. organization. 

Mr. Harris is married and ha: 
four sons, the oldest 16. 
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It is the kind of flooring that 
will build repeat business for 
you with carpenters and con- 
tractors. Well manufactured, 
precisely graded in accord- 
ance with NOFMA grading 
rules, carefully bundled. 





Prompt shipment of most 
sizes and grades. 


Send us your inquiries. 


THE OZARK OAK FLOORING CO. | 


BISMARCK, 


MISSOURI 
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RUGOL 


SCREW DRIVERS 


unconditionally 


A GUARANTEED 


SOLD DIRECT TO 
RETAILERS ONLY 





PRICED FOR QUICK 
TURNOVER 
YOUR AVERAGE 
PROFIT...90% 


Write Today for: 


@ ILLUSTRATED CATALOG 
AND PRICES 





















ie 


‘the RUGOL COMPANY 


I76 FRANKLIN STREET NEW YORK 13 


you can meet any competition 


with RUGOL PRICES 


Rete hariag Swi) fle 
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Distributors! 


You can sell 


Wisconsin Knight’ 





Hollow-Core 
GUM Flush DOORS 
and 


BIRCH Flush DOORS 





QUARANTEED 


Add this famous flush door to your line of 
building materials and automatically you 
will also add greater profits and satisfied 
customers. Let Wisconsin Knight fill that 
constant demand for fine flush doors. 


The superior features of Wisconsin Knight 
will make you proud to offer it to your 
Retailers: retail accounts. Let us tell you in detail 
for come the full‘story of Wisconsin Knight quality 


distributor! construction. Write, wire or phone—NOW! 





WISCONSIN FLUSH DOOR 
MANUFACTURING COMPANY 


10101 Lyndon Detroit 21, Mich. 
Phone TExas 4-8010 















MERCHANDISING CLINIC 


Don't Blame the 
"Other Fellow"! 


Not getting enough plasterboard? 
Or plywood? Or roofing? Or a lot 
of other well-known, commonly used, 
building materials? The list is long. 

No, kind friends, your shortage is 
not due to the fact that “the other 
fellow is getting it!” 

Inquiry reveals that he believes 
YOU are getting what should be 
coming to him. He’s just as het up 
about the whole thing as you are. 
If it were true, as you assume, that 
he is getting his full share and yours 
too, he would be licking his chops 
with a great show of satisfaction. 

Simple truth of the matter is that 
no lumber dealer in the U. S. is get- 
ting as much as he could sell of many 
items. In the face of the greatest 
building boom the world has ever 
known, there simply isn’t enough 
materials to go around. 


Booms have little to com- 
mend them . . . they are bad 
for all parties concerned. 


1000 to | Shot 


Worst thing about booms is that 
greed takes over and becomes the 
dominating factor in far too many 
transactions. When demand exceeds 
supply, the tendency is to assume that 
someone else is getting more than 
his share but it is well to remember 
that when you are unable to keep up 
with demand the chances are 1000 
to 1 that the other fellow is in the 
same fix. 


We are suffering from a 
prolonged period of too much 
demand. 


"Where Is Mine?" 


All during World War II the hue 
and cry was “Where is my share?” 
“Why are you giving it all to some- 
one else?” “I’ll get even after the 
war is over!” 

Then when the war finally was over 
the situation promptly became worse. 
1950 saw demand for building mate- 
rials reach unprecedented heights. 
Never was there anything like it in 
history ... in the United States or 
anywhere else. 

Then on top of this staggering de- 
mand which already was over-taxing 
the capacity of the producers, came 
another war! 

All of which adds up to the fact 
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that your annoying shortages are not 
due to the fact that suppliers have 
decided to throw you overboard and 
divert your share to someone else. 
Acute shortages are simply caused 
by the bigness of the boom. 


Shortages are never cured 
by threats, accusations or re- 
criminations. 


War Needs Come First 


It takes no more than a passing 
glance at the pictures of what’s going 
on in Korea to tell where essential 
materials belong regardless of how 
badly a local customer may need the 
same thing. 


Who will get what has been 
the problem for a decade. 


Can You Remember? 


Seems a long time since the sales- 
man of the Thirties was able to write 
down in his order book anything you 
might want in such grades, sizes, 
kinds as you might need. He had to 
sell you and you in turn had to sell 
your customers ... a healthy situa- 
tion. 

With the coming of the Prepared- 
ness Program the situation began to 
change. World War II reversed the 
procedure completely. The ultimate 
consumer didn’t have to be sold and 
you had to sell yourself to your sup- 
pliers. It has been that way ever 
since ... an exceedingly difficult situa- 
tion for you and your suppliers. 


Abnormal demand creates 
strained relationships. 


Why Strained? 


When the normal procedure of sell- 
ing goes into reverse, the common 
characteristics of salesmanship fly 
out the window. 

Raising havoc with a supplier be- 
cause he isn’t able to furnish as much 
as is needed, doesn’t step up pro- 
duction. Accusing him of holding 
back creates the same reaction as if 
he walked into your office during nor- 
mal times and berated you soundly 
because you were giving your orders 
to someone else. 


We need to learn how to be 
normal under abnormal condi- 
tions. 


It Usually Averages Out 


Actually it is difficult, if not im. 
possible, to find cases where acute 
shortages in one lumber yard are due 
to the fact that the materials have 
been diverted surreptitiously, as often 
claimed, to some other yard. 

If a careful computation is made, 
it invariably will be found that the 
same rate of increase in supply (and 
it will be an increase) runs about the 
same for all yards. 


Don’t forget that not 
enough is more to be desired 
than too much. 


The Halves Are Different 


The second half of 1950 is turning 
out to be exactly the opposite of the 
first half. Question in many yards is 
whether profits of the last six months 
will be sufficient to wipe out the losses 
of the first half when countless sales 
were made at less than cost of re- 
placement. The paradoxical year will 
go down as one of the most unusual 
periods in the history of the industry. 


Shortages call for flexibil- 
ity that too often is lacking. 


Availability vs. Adaptability 


In these turbulent times it is the 
part of wisdom to look for non-tra- 
ditional items that will fill traditional 
needs. 

The lack of coordination between 
specifiers and makers creates many 
impossible situations for suppliers 
who are asked to furnish materials 
that simply are not available. 

Rather than conduct futile searches 
which result in costly delays, it is far 
better to make availability the first 
order of business. Strangely enough, 
adaptability will be far less of a 
problem than at first assumed. 


Now is the time to make 
full use of imagination. 


New Products Holing In 


These are the days when new prod- 
ucts find it easy to break into new 
markets . . . especially when they 
are aided and abetted by prohibitive 
prices on older products. 
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The Brand to Rely on for 
Quality Products 


Distributed through the 
Wholesale Trade exclusively. 
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sell 
SEAL FUlL 


ROCK WOOL BATT 
WITH ALUMINUM 
FOIL BACKING! 


Here’s Why SEAL- FOIL Means 


Bigger Insulation Sales! 





Builders, home owners, contractors, farmers 
all prefer SEAL-FOIL, because it's actually 
TWO INSULATIONS at a price comparable 
to ordinary wool batts! 


SEAL-FOIL is fire proof, moisture and con- 
densation proof, vermin proof and rot proof. 
The aluminum foil backing reflects 95% of 
all heat transmission by radiation. 


SEAL-FOIL is so easy to install, that one man 
can install 2,000 batts in 8 hours. Conveni- 
ent 16 and 24 inch widths assure a tight, 
snug fit always! Flanged edges make tack- 
ing fast and easy. 


Lightweight, easy-to-handle SEAL-FOIL won't 
settle or pack down. Always retains its 
resiliency. It's the biggest insulation value 
on the market. 


Write TODAY for complete information on 
this amazing new product! 


* OTHER SEALTITE PRODUCTS 


@ Sealtite Supreme white granulated insulation 
@ Sealtite Supreme white loose fill insulation 
@ Sealtite Supreme dark granulated insulation 
@ Scaltite Supreme industrial insulations 


MAIL THIS COUPON TODAY! 
SEALTITE INSULATION MFG. CORP. 


Dept. Al0, Waukesha, Wisconsin 


Please send me complete SEAL-FOIL story 
and prices. 


Name 


Address 








WHAT’S NEW 





Products .... Sales Aids... . Literature 


A new catalog and handbook is 
now available describing the various 
styles and types of Wooster metal 
moldings, the new Wooster lines of 
aluminum and brass moldings and re- 
designed types of standard moldings. 
Wooster also manufactures a line of 
installation tools, including a Wooster 
slotter, which slots the trim for in- 
creased accuracy and speed in bend- 
ing and curving the metal. Write 
Wooster Products Inc., Dept. AL, 
Wooster, Ohio. 


Bob-Cat heavy duty electric cable 
hoists are described in an 8-page 
bulletin printed in three colors and 
well illustrated with photographs, 
diagrams and line drawings. Specifi- 
cations, prices and ordering data are 
included. Write The Ohio Electric 
Mfg. Co., Dept. AL, 5900 Maurice 
Ave., Cleveland, Ohio. 


Sloane-Blabon’s catalog containing 
full color reproductions of the com- 
pany’s entire line, is highlighted with 
new decorating ideas and suggestions 
for doing over kitchens, hallways, 
bathrooms, utility, dining, sewing and 
hobby rooms. Merchandising aids and 
dealer helps are also described and 
pictured. The company’s “Design-A- 
Floor” booklet for guiding home- 
makers in planning their own custom- 
built floors is an additional feature. 
Write Sloane-Blabon Corporation, 
Dept. AL-2, 295 Fifth Ave. New 
York 16, N. Y. 


Fastening Specialties—A new fully 
illustrated six-page bulletin describes 
a complete line of fastening special- 
ties designed to offer installed econ- 
omy in both wmetal-to-metal and 
metal-to-wood applications. Items 
available from stock include blind 
rivets, anchor nuts, screw fasteners, 
adjustable pawl fasteners, and door 
retaining springs. For copy of 
Southco bulletin write South Chester 
Corporation, Dept. AL, 1418 South 
Penn Square, Philadelphia 2, Pa. 


The “Advance” tubular steel scaf- 
fold is presented in Folder A6. In- 
cluded in the folder are descriptions 
of the patented self-contained cam 
locks for instantly attaching cross 
braces to panels and the stack lock 
(patent pending) for locking panels 
together vertically. Various types of 
standard panels are illustrated. Write 
Beaver Art Metal Corporation, Ad- 
vance caffold Division, Dept. AL, 
1212 Factory Ave., Ellwood City, Pa. 


Heavy Duty Portable Conveyor— 
Bulletin 374 describes the complete 
range of the Barber-Greene Model 
374 Heavy Duty Portable Conveyor; 
lists fields of use and products han- 
dled. Series of sketches show ap- 


plications in industry and construc- - 


tion. Accessories such as feeders, 
screens, hoppers, etc., are pictured 
and possible usage described. Con- 
struction features are illustrated and 
their operational advantages de- 
scribed. For copies of the eight-page 
bulletin write Barber-Greene Com- 
pany, Dept. AL, Aurora, III. 





Semi-automatic Garage Door 
The Tayco semi-automatic garage 
door has a “floating spring” fe. 
ture for smooth, quiet, finger-tiy 
operation. The pre-loaded spring i: 
mounted on the door panel to make 
installation easy. According to the ™ 
manufacturer, the Tayco garay§ 
door can be installed in about 30 
minutes and in any size opening & 
Made of tough alloy, heavy gauge} 
aluminum, this attractive door i: 
lightweight yet rigid and strong. 
Only 6-inch clearance behind th® 
door is required. Tayco doors ar§ 
pre-assembled and are packed ani 
shipped in a single package to fa- 
cilitate handling. Write L. § 
Taylor Manufacturing Co., Dept 
AL, 851 Marietta St., N.W., At&t 
lanta, Ga. 





First Natural Locking Shingle 
Which was the first of the nat-& 


ural locking shingles? Officials of 


United States Gypsum _believ & 
their company’s Super-Tite Shin 
gle holds that honor. This shingle 
has been on the market for more 
than 26 years. D. B. Humphrey. 
merchandising manager of the 
U.S.G. roofing department, reports 


L 
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thal the company has records of 
hundreds of jobs 20 years old and 
more that are still giving good pro- 
tection. The slogan, “Super-Tite, 
the super-safe shingle,’ was de- 
veloped from the fact that it gives 
at least double coverage to all of 
the roof and triple coverage to 
48%, of it. It’s also double-locked, 
with four nails in each shingle and 
a natural lock securely fastening it 
to the exposed tabs of adjacent 
shingles. This gives added protec- 
tion against strong winds, driving 
rain and fire. Super-Tite is 21” 
long, and on re-roofing jobs covers 
up to four courses of old shingles. 
Super-Tite is available in a wide 
range of blends and solid colors. 
Write United States Gypsum, 
Dept. AL, 300 W. Adams St., Chi- 
cago 6, IIl. 


Milcor Steel Access Door 


Important improvements in its 
popular line of Milecor Steel Access 
Doors have been announced by In- 
land Steel Products Company. 
New, no-sag, spring hinges allow 
the door to be opened to 175° and 
position the door positively for a 
better fit and easier closing. By ex- 
tracting the pins from the hinges, 
the door can be completely removed 
from the frame. A new rust-inhib- 
itive, gray paint is used as a 
primer coat. This new primer af- 
fords greater protection against 
corrosion and does not rub off. In- 
dividual packaging of the doors has 
been adopted with one door packed 
in a sturdy carton and the contents 
clearly identified by a bright, easily 
read label. These improvements are 
advantageous to both the builder 
an’ the owner. Milcor Steel Access 
De rs provide convenient servicing 
of key points in plumbing, heating, 
electrical and refrigeration systems 
by eliminating the necessity of cut- 
tng into or otherwise damaging 
the walls. The builder can choose 
Precisely the door which fits his 
Structure from 33 different styles 
an sizes. Doors come ready to in- 
ste'l. Write Inland Steel Products 
Company, Dept. AL, 4027 W. Burn- 
ham St., Milwaukee 1, Wis. 
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UNIVERSAL 


shandn CL) 


BATHROOM SUITE 


complete 


hee 


*% Designed by 
Ernst Payer, 
Architect, A. |. A. 


has EIGHT focal 
Y-Vilbal-Meokoh Aclabccl: (= 


VANITY SECTION 

1. _ Hollywood make-up bar 
2. Adjustable traveling mirror 
3. Full-length wall mirror 


BATHING SECTION 


4. Luxurious Meadow Corner Tub 
5. Private shower stall 


LAVATORY SECTION 
6. Beautiful Chateau Lavatory 


7. Tri-view wing mirror and concealed medicine cabinet 


WATER CLOSET SECTION 


8. Privacy and comfort with jet action 
Century Water Closet 


Here are exciting, new ideas that increase home values 
without increasing building costs. 

Designed by Architect Ernst Payer, A.|.A., the U-R Husband 
'n Wife Bathroom Suite has beautiful Universal-Rundle Fixtures 
for maximum efficiency, maximum comfort 

Universal-Rundle Bathroom Fixtures are made in perfectly 
matched style groupings in white and color 

Write for free, illustrated building plans now Ask for 
information about the entire Universal-Rundle line of Bathroom 
Fixtures and Kitchen Equipment. 


UNIVERSAL-RUNDLE 


corporation 


NEWCASTLE, PE SONS YUVA NLA 





make 
more 
sales 

--e- more 
profit 


THOMASON 
FLUSH DOOR 


(ALL-WOOD THROUGHOUT) 





lf you are a building material dealer, it will be 

definitely to your advantage to investigate the © 
sales possibilities of the THOMASON Flush Door 

in your territory. 


WRITE TODAY FOR NAME OF 
YOUR NEAREST DISTRIBUTOR 


Sold Only Through Distributors 


[| THOMASON 


PLYWOOD CORPORATION 


FAYETTEVILLE e« 


NORTH CAROLINA 





Baiitune tha 





Anaconda Copper 
Mining Co. 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 














68 












a secret 
for long 


See the November issue 
on how Security is 
meeting dealers’ grow- 
ing demands for metal 


weatherstrips, combina- 
storm windows and 
screens. 


SOUNDBILT 


Exterior and Interior 
DOUGLAS FIR PLYWOOD 


i 
































Made Soundly to Sell Soundly 


The name, “Soundbilt’” is your assurance of quality 
and satisfaction in buying erior or Interior Doug- 

: las Fir Plywood. 

wis “Soundbilt’” is truly SOUNDLY-BUILT Plywood — 
made from selected old-growth peeler logs, laid out 
for efficient, economical production. 

Modern equipment, skilled workers and close super- i 
vision assure you the best of manufacture. Avail- ie 
able in all standard DFPA grades. Re 

Consult us on your needs today. ie 


PUGET SOUND PLYWOOD, Inc. 
da) Tacoma 2, Wash. ag | 
% 
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it lends itself to contour shapes. 
The permanent decorative surface 
of these plastic window stools is 
available in simulated wood, sim- 
ulated marble and special finishes 
in various colors. The finish won’t 
chip or craze and is stain and 
abrasion-resistant according to the 
manufacturer. Installation is easy. 
Cut to size and apply mastic. No 
unsightly joints, nails, screws or é 
metal edgings are _ necessary. cme 

Kerrco laminate can be used in Fishing Scene 

most types of buildings for window Wood Inlay pictures . created 
stools, shelves, fireplaces, mantels from unusual woods are meticu- 
and other trim. Write Kerrco lously assembled by artist crafts- 
Products, Dept. AL, P.O. Box 414, men to produce a wide selection of 
Hastings, Nebr. original scenes. Each wood is 





New Size Vikre Sash Holder 

The J. N. Vikre Co., Ine., has 

recently introduced a new 34” size 

Vikre Sash Holder. This new Model 

VSH-20 is designed especially for 

plain rail sash and has the same 

patented features of the standard 

7%,” Vikre Model VSH-57. They 

are the only spring tension type 

holders to have all moving parts 

fully encased to eliminate sticking 

| and binding. Vikre Sash Holders 

require only one hole drilled in the 

sash. The Patented steel spring 

tension is adjustable. Write J. N. 

/ Vikre Co., Inc., Dept. AL, 3016 

14th Avenue South, Minneapolis, 
Minn. 
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LOOK for the Familiar 


Alexander-Yawkey trade- 
mark when you buy -- 


A-Y 


Looking for well-manufactured Ponderosa Pine yard and 
shed stock, factory lumber, industrial items? Look to the 
familiar Alexander-Yawkey trade mark. It’s your assur- 
ance of fine quality stock. 

















Consult us on your next requirements. We specialize in 
dependable quality Ponderosa Pine lumber — in straight 


. Wy cars or mixed cars giving you an assortment of 
New Plastic Window Stools Ponderosa yard and shed items with Fir and Larch 


Kerreo window stools are dura- dimension. All Alexander-Yawkey lumber is precision 
= and extremely versatile . .. can manufactured—properly kiln dried and accurately graded. * PONDEROSA PINE 
e used with steel, aluminum and . 
wood windows, glass block win- | Consult your local supplier for sash and doors * ae 
dows, store front windows, etc. The made from our Ponderosa Pine. 


) stools are made of structural ma- 
ter‘als and plastic resins, laminate 


| oviea with heat and pressure into | WAN CSE Tate (1am AWWg oh MT) oY -1 al Oo 


a Vuriety of sizes and patterns. The 
maiiufacturer reports that years of PRINEVILLE, OREGON 
: research have gone into the devel- 
ag opment of Kerrco laminate so that Member Westorn Pine Association Member Ponderoso Pine Woodwork 


* 
4 
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Sands, Cleans, Smooths, Polishes 






Lore 
@S-e Designed 


4 ye for industry, 
for professional 






a motion, SpeedSander is rap- 
> idly becoming a_ standard 
home appliance. With its 

powerful electric motor and 

<*e all-ball-bearing construction. 
[ anyone cari easily re-surfaco 
CSS b and refinish furniture, wood- 
‘ work, metal surfaces or 
j ee walls. It will quickly remove 
old paint, stain, or enamel 
/; * down to the bare wood or 
metal; will sandpaper to a 

‘“‘piano finish,’’ remove rust and cor- 
rosion or “feather edge’’ a scraped 
fender. It will burnish pots and pans 
or with lambs wool bonnet, delicately 
polish fine furniture. It makes tedious, 
tiresome jobs fun—saves hands! In de- 
sign, convenience and efficiency it is 
today’s finest sander’ regardless of 
price. Ask your local dealer to demon- 


strate it. 
ay 








No. 79 
34” (in steel) 


LZ : 
No. 400 
: Yo” (im steel) 


Far advanced in de- ~~ of 
sign and construction 

these new Speed Drills are lighter, han- 
dier, yet more powerful and faster- 
drilling than more costly old type 
drills. Drill steel, wood or concrete. 
Quality built for lifetime service, of 
die-cast aluminum with cast-in air 
cooling system and self-lubrication. 
Heavy cut-steel gears. Ball thrust 
bearings. Your SpeedWay Dealer will 
point out the many other superior fea- 
tures. 


No. 128 Bench Speed Grinder 


Y%H.P. motor. 
Shaded Pole A.C. 
Two 6” x %”" 
grinding wheels. 
Overall cast alu- 
minum housing. 
Guides for proper grinding of drills, 
planes, blades, chisels, etc... ..$32.50 


These best-tools-to-buy are by far the 
best fools to sell. Write for Catalog 





Sheets. 
Si AY MANUFACTURING CO. 
ip 1876 So. 52nd Ave., Cicero 50, Hl. 
70 





picked for its natural color to blend 
or contrast as the artist’s needs 
dictate. There are many subjects 
in this interesting collection in- 
cluding Mallard Ducks, Setter Dog, 
Stage Coach, Indian Head, Spanish 
Dancer, Pastoral Scene, etc. For 
copy of folder illustrating Wood 
Inlay Pictures, write Aetna Ply- 
wood & Veneer Co., Dept. AL, 1732 
N. Elston Ave., Chicago 22, IIl. 





Ualco Basement Windows 


The Ualco basement window, de- 
veloped by the Union Aluminum 
Company, is said to be extremely 
easy and economical to install. The 
sturdy guide arms are durable and 
dependable; the entire vent section 
is removable. Joints are precision 
made and the entire frame finished 
in satin to match the other Ualco 
windows in the home. The new all 
aluminum basement window adapts 
favorably to all types of old and 
new architecture. It is 32%” wide 
and available in heights of 1414”, 
1814” and 2214”. Write the Union 
Aluminum Company, Dept. AL, 
Sheffield, Ala. 





"Grani-lite'’ Tileboard Panels 


Wallace Manufacturing Company 
is now producing a new and en- 
tirely different finish on tempered 
hardboard panels in its various 
standard patterns. Having all the 
beauty, sparkle and color depth of 
polished granite, Wallace has 
named the new line “Grani-lite.” 
This granite-like finish in hard 
baked enamel is completely differ- 
ent from anything ever before of- 
fered in the pre-finished wall board 
field. Panels have the multi-colored 





appearance of real granite. Grani- 
lite is now available in the new 
shades of sky blue, sea green, «pri- 
cot blush, dove gray and maltese 
gray. Grani-lite patterns are Tile 
Pattern, Paralel-line, Streamline 
and Smooth Surface. Score lines 
will be the same as in Wallace’s 
other board products, Wal-lite and 
Satin-lite . . . a smooth contour, 
wide-shouldered line introduced by 
Wallace three years ago. Panel 
sizes of Grani-lite will be the con- 
ventional 4 x 4, 4 x 6, and 4 x8, 
Regardless of panel size it will be 
crated 192 square feet per crate, 
Several Jobber territories are stil] 
available. For free samples of 


Grani-lite write Wallace Manufac- 
turing Company, Dept. AL, 10th & 
Fayette Sts., N. Kansas City, Mo. 








New Cylinder Lock 


A new cylinder lock is announced 
by Detroit Steel Products Company 
to be used on Fenestra hollow 
metal entrance doors when speci- 
fied. This lock is especially recom- 
mended for stores and for schools, 
but has a wide range of other 
uses. It can be operated from the 
inside at all times by a child or a 
customer, but the pickproof lock 
can’t be opened from the outside 
when the guard bolt is closed. 
There is no dead bolt. The new lock 
is another addition to the safety 
features of Fenestra hollow metal 
doors. Steel construction makes the 
doors fire-safe and assures low up- 
keep. The doors operate easily be 
cause steel can’t warp, swell, shrink 
or splinter. Quiet is induced by & 
layer of noise-quieting insulation 
between two sheets of steel. The 
doors come complete with frames, 
making installation quick, easy, and 
economical. Write Detroit Stee 
Products Company, Dept. AL-10. 
2269 E. Grand Blvd., Detroit 11, 
Mich. 
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PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 


NY. 





















SCHUBERT 
Picket Cutter 





Makes Pickets 
at Low Cost 




















Points 200 to 250 154" to 3%" width pickets per hour ear after year use. 24'' high. Hand operated. 30" 
with planer-smooth finish. No sanding required. ong handle provides easy leverage. Anyone can 
Adjusts to cut any degree of sharpness or biuntness operate. Enables you to utilize odds and ends d 
of picket point. Light enough to carry to stock pile lumber profitably. Seven day delivery. Send 

—wt. only 38 Ibs.—yet strong and durable enough for for literature. 


Net price $52.50 f.o.b. Wilmette, Illinois (Where state sales tax applies, add tax.) 


| HA. SCHUBERT Co. Machinists 
1212 Washington Ave. Wilmette, Illinois 


TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 








Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 


California Sugar Pine @ Ponderosa Pine NV 
Douglas Fir @ Red Cedar 


Western White Spruce Quality Lumber . 
sg Mouldings and Cut-to-Length for 62 Years 




















Window and Door Trim 
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Here’s how 
you can save *85:87 
on every 10 squares... 


Do this —use ES-nails 


Low-cost gypsum sheathing—asbestos 
shingles fastened with fast, easy-to-use 
ES-nails. (Similar savings with wood 
shingles.) 















Not this 
Expensive, slow-to-erect wood sheath- 
ing and building paper method —as- 
bestos shingles fastened with ordinary 
shingle nails. 


And here’s why! 


Old-fashioned wood-sheathed, building- 
paper-protected construction is expensive. 
Initial material costs are higher. and use 
of wood sheathing means 14 
double the application costs. 


waste and 


There’s no need to put up with the 
higher costs of these slow, old-fashioned 
building methods. By using ES-nails and 
fastening shingles directly to gypsum or 
insulation sheathing. you can take full 
advantage of non-wood sheathing’s lower 
unit cost, faster application, weather- 
tightness, and reduced waste. Wood 
stripping costs are eliminated. 

ES-nails are easy to use. No special 
tools, no special skills are needed. Simply 
nail shingles with ES-nails. You can drive 
them at any point—no need to locate 
studs or fur the wall. ES-nails are self- 
locking. They automatically clinch in 
back of the sheathing and hold fast. 

For full information on the savings you 
can make by using ES-nails, call your 
supplier, or write: Elastic Stop Nut Cor- 
2330 Vauxhall 


poration of America, 


Road { nion, New Jersey. 





‘nme +. : R 
PRODUCT OF 


Elastic Stop Nut 
Corporation of America 


Available through Johns-Manville Sales Corp., 
National Gypsum Co., Weather 
best Corp., Creo-Dipt Co., Inc 

Keashey and Mattison Co., and 
American Stained Shingle Co 









CERTIGRADE 
SHINGiES 


oe Abbe reo: 










Approved by the Red Cedai 
Shingle Bureau, Seattle, Wash 
ington, representing manufac 
turers of Certigrade Shingles 


® Trade Mark Reg. U.S. Pat. Off 








Rubber Floor Tile 


Rubber floor tile for commercial 
and home use, developed by the 
Sloane-Blabon Corporation, is pro- 
duced in 18 marbleized colors and 
one solid color. The tile is highly 
resistant to indentation and has a 


high glossed surface. Marbleiza- 
tion extends through the entire 
thickness of the rubber tile and 


colors are coordinated to provide 
harmonious effects when used in 
combination with one another. 
Most colors of the rubber tile are 
compatible with those of the com- 
pany’s Koroseal tile line and may 
be installed on adjacent floor areas 
for the creation of continuous deco- 
rative effects. It is made in 4” by 
4”, 6” by 6”, 9” by 9”, 12” by 
12”, 6” by 12”, 9” by 18” sizes, 
border slabs 36” by 36”, and in 
feature strips, one, two and three 
inch widths by 36” in length. The 
tile is available in %4% inch gauge 
and may also be obtained in 3/16 
inch and 14 inch gauge on special 
order. Write Sloane-Blabon Cor- 
poration, Dept. AL-2, 295 Fifth 


Ave., New York 16, N. Y. 











Sturdiwood Shutters 


Central Division Corporation, 
Chicago, announces a completely 
finished window shutter for exte- 
rior use made exclusively of Ma- 
sonite 5/16-inch Tempered Presd- 
wood and sold by lumber and build- 
ing supply dealers. Available in 
blue, white, green or yellow and in 
two lengths, 54” or 60”, the shut- 
ters come ready to install. En- 
closed with each package of two 
shutters are brass screws for fas- 
tening them to the house and for 
affixing the enclosed ornaments; a 
container of matching paint for 
“touch up,” and instructions for 
installation. The distributing com- 
pany says the shutters may be 
tailored to fit any size windows by 
a single saw cut. Width of each 
shutter is 14”, The design is re- 
ported to be architecturally correct 
to conform to various types of 
houses. Sturdiwood shutters are 
made exclusively of Masonite tem- 
pered hardboard by the Buffalo 
Manufacturing Corporation. This 
hardboard will not dent, rust or 
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corrode 
resist a 
surfacc 
Write 

Ww. W: 


WESTERN WHOLESALERS 
STRIVING TO 
KEEP YOU SUPPLIED 





With their many mill contacts up an 


} Fold- 










































down the coast, these Westen Th 
Wholesalers are doing their utmos B) turer 
to fill your needs from quality-produc. FF — 
ing mills. While shipment today « § te 
difficult, your Western Wholesales 8) fram 
are endeavoring to maintain ther F oe 
, " —* only 
reputation for “plus service. =f 
@ tight 
CURTIS LUMBER COMPANY fF plas 
613 PITTOCK BLOCK, PORTLAND 5, ORE. fF |x”. 
FOREST PRODUCTS = men’ 
Telephone: AT 659! Teletype: POS: By dow 
m to 1 
Duncan Lumber Co., Inc. ie 
818 Securities Bldg., Seattle 1, Wash. > sprv 
Specializing in Fir Gutter, all sizes and patters § - 
0 
= 5 espe 
Morrill & Sturgeon Gaonstur® b trin 
Lumber Co. wae We 
YEON BLDG., PORTLAND, ORE. Fif 
Pacific National Sales Co. 
West Coast Lumber 
P. O. Box 1587, Tacoma 1, Wash. 
WALES LUMBER COMPANY 
OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 
Our 30th Year 
564 Market St., San Francisco 4, Cal 
N 
MAUK SEATTLE LUMBER COMPANY 
SEATTLE, WASH. | 
WESTERN LUMBER MERCHANTS A 
Eastern Office € Warehouse: he 
r'HE C. A. MAUK LBR. CO., TOLEDO, 0 ti 
Joseph A.Adair Lumber Co. fF ° 
520 S$. W. Sixth Avenue r! 
Portiand 4, Oregon h 
t 
Carl E. Lumber Co., Inc. v 
1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. : 
PINE SPECIALISTS : 
Main 6954 Riverside 433% ; 
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It is permanently moisture 


corrous 

resistant and provides a painting 
surface Which has no grain to rise. 
Write Masonite Corporation, 111 
W. Washington St., Chicago 2, II. 


Fold-down Type Edging 

The R. D, Werner Co., manufac- 
turers of Chromtrim, have just in- 
troduced a fold-down type straight 
faced nosing and edging in 12-foot 
lengths to match fold-down sink 
frames now made by this company. 
Because of the fold-down feature. 
only one size opening is required 
to grip and assure a good water- 
tight joint on all materials, either 
plastics or linoleum from 1/16” to 
1.”". Scribing to precise measure- 
ment is not required. The fold- 
down type edging is reported easier 
to use than the no drip nosing 
where the material has to be 
sprung into the lip. Company offi- 
cials say it is the ideal face metal 
to use on sink top installations, 
especially as a companion to Chrom- 
trim fold down frame. Write R. D. 
Werner Co., Inc., Dept. AL, 295 
Fifth Ave., New York 16, N. Y. 














New Aluminum Windows 
The new Donovan-U niversa] 


Aluminum Windows feature Alcoa 
hollow extruded aluminum sash sec- 
tio! Sash construction, on which 
Patents are pending, includes cor- 
ner sections joined by a_ barbed 
righ’ angle wedge driven into the 
hol! sash members, then welded 
to sure rigidity. Donovan-Uni- 
versa! awning, projected and case- 
men’ type windows are manufac- 
tur in a wide range of standard 
sizes, also special sizes on order. 
Awning and projected types are 


Bi NG Propucrs 


MERCHANDISER 


available with sash either inde- 
pendently operated or equipped 
with automatic multiple operating 
hardware. Manually and _ electri- 
cally operated remote controls can 
be supplied for operation of high 
windows beyond reach. All case- 
ment type windows open outward 
on Donovan-Universal concealed 
single operating hardware. Win- 
dows are delivered completely as- 
sembled, ready for glazing. They 
are designed for all types of archi- 
tectural treatment, including frame, 
concrete, brick, stucco, block or 
veneer construction—with or with- 
out screens. Write Universal] Win- 
dow Company, Dept. AL, 950 Par- 
ker St., Berkeley, Calif. 














Chain Scales 


Many years of professional sur- 
veying have proved that chain scales 
of the type here illustrated are the 
most efficient and practical for 
measuring work from drawings. 
These specially designed scales are 
graduated 1” representing a foot, 
sub-divided every two inches; 4” 
to a foot, sub-divided every inch; 
3/16” to a foot, sub-divided every 
inch; and engineer’s scale gradu- 
ated 10’ to an inch and 50’ to an 
inch. The four-edge scale _illus- 
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Sawing 
Wood Since 
1891 





OZAN ARKANSAS SOFT PINE 





Modern Methods and Equipment Combine to 
Produce Superior Quality Lumber 


in the view above, Ozan lumber is being auto- 
matically unloaded from the kiln car after kiln 
drying and is then surfaced before going to 
the ripping machine. This assures you and your 
customers beautiful, dry, straight-line lumber. 


All Ozan Pine stays completely under cover 
from the dry kiln to the box car. It is 100% 
kiln dried and accurately graded. 


OYA NB FOI 05) a OOP 


PRESCOTT, ARKANSAS 
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trated is made of white flexible 
plastic, 642” long by 1” wide, very 
light, handy to use and convenient 
to carry in pocket. Write Construc- 
tion Survey Cooperative, Dept. AL, 
101 Park Ave., New York 17, N. Y. 


Versatile Adhesive 


“Resiment,” introduced four 
years ago by Paisley Products, Inc., 
as a paper to metal labeling ad- 
hesive, has now become an ex- 
tremely useful adhesive for a wide 
variety of bonding operations, ac- 
cording to the manufacturer. It is 
reported to be suitable for many 
combining and laminating opera- 
tions on similar and dis-similar 


materials, such as cork to metal, 
felt to cardboard, paper to glass, 
fabrics to metal and also holds to 
many plastics. In addition to its 
original use for fastening instruc- 
tion labels, circuit diagrams, brand 
labels, etc., to electrolytic tin plate, 
terne plate and other metal sur- 
faces, it also holds effectively to 
varnished, painted and enameled 
surfaces. Resiment’s value in label- 
ing electrical transformers, radio 
chassis, refrigerators and other 
household appliances is well estab- 
lished and a new use has recently 
been found in applying paper labels 
over the varnished and_ gloss 
printed areas of folding cartons 
and other paper packages. This 
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1. CEILING TILE & PANEL BOARD 
2. BLANKET & BATT INSULATION 


473: 
TRIGGER FAST! 


**L3°* Model loads 84 flat wire 
Markwell Staples sizes “*L3A"° : 
(4” leg), “*L3B” (5/16” leg) and 3 
“L3D™ (9/16” leg). 


“LA” Model loads 157 round wire 

Markwell Staples sizes “LAA” 

C4" leg). “ tal (%” leg) and 
"LAD" * 4" leg). 

Other Markwell Products . . 

MITRE CUTTERS, 

SCREEN WIRE STRETCHERS, 

SASH BAR TACKERS, 

MOULDING TACKERS. 


ORDER NOW FOR IMMEDIATE DELIVERY 
Catalogue on request 





Reduce application costs! 


MARYWSLL 


‘Manufacturing Co., Inc. Industrial Products Division 








sawed by Insulation Board 
Manufacturers in applying Ceiling 
Tile and Panels. The Markwell 
“L3D” (9/16” leg) Staple is driven 
flush into the nailing tongue of the 
tile. The Markwell gun type tacker 
eliminates damaged edges on tile. 


Trigger action drives 
staples flush into rafters, 
joists and studs. A gun 
type. Insulation Tacker 
eliminates danger of punc- 
turing paper backing on 
batts and blankets. Use 
“L3D” Staple in putting 
up Backer Boards. 


200 Hudson St., New York 13 
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semi-fluid, white, latex-resin emy). 
sion adhesive weighs 8.4 lbs, Der 
gallon, is dilutable with water anj 
can be applied by hand brushing 
gumming machines, or spray gun 
to adhere porous materials to many 
different, difficult non-porous syr. 
faces. Write Paisley Products 
Inc., Dept. AL, 1770 Canalport 
Ave., Chicago 16, III. 



















Heat Circulating Fireplace 


The Mammoth size Heatform as 
illustrated (9’ wide x 11’ high with 
fuel capacity opening 4’ wide x 5’ 
high), in most respects is merely 
an expansion of the standard size 
Heatform used for the normal heat 
circulating fireplace. However, the 
special features of this Mammoth 
Heatform are the two-foot wide 
bake oven compartment at right 
with shelf rack to accommodate 
bread pans and ornamental hinged 
door; also fuel receptacle beneath 
oven with separate door to provide 
additional baking heat. At left are 
several warming compartments 
two-feet wide with an ornamental 
hinged baffle to shield user of 
warming oven from intense heat 
and flame from burning fuel in the 
fireplace. Write Superior Fire 
place Company, Dept. AL, 1709-D 
East 15th St., Los Angeles 21, 
Calif. 























Decorative Laminate 





Youngstown Manufacturing, Ince. 
announces Duradec, a new decora- 
tive laminate made expressly for 
covering sink counters in the home. 
The product sheds water, will not 
warp, chip, fade or crack. It is 
unaffected by heat up to 275°F. Its 
glossy surface is available in eight 
colors and two patterns. Mechanics 
need only four tools to install Dura 
dec: knife, scriber, adhesive 
spreader and roller. Can be in- 
stalled by home craftsmen, 100. 
Duradec comes in continuous rolls 
42” wide up to 40’ long. The manu- 
facturer claims these advantages: 
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Sur- 
ucts, 
Iport 
Fishing Scene Illustrated 
Christmas Gift yt 
HANDMADE WOOD INLAY PICTURES 
Beautiful masterpieces — made entirely from rare 
and exotic woods—finished in their natural colors. 
Over 24 popular subjects—many matching sets— 
sizes range from 10” x 14” to 16” x 25”—all are 
réasonably priced. 
Write today for your FREE copy of the “WOOD 
INLAY PICTURES” Brochure. Save time—send 
aii name and address on penny postcard. 
with 
7 AETNA PLYWOOD & VENEER CO. 
erely 1732 N. Elston Ave., Chicago 22, Ill. 
size Telephone ARmitage 6-7100 
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LIGHT 


AND EASY TO CARRY 





















STANDARD LITEWATE 
Sectional Roller Conveyor 


~—ideal for loading and unloading. Handles commodi- 
ties up to 60 lbs.—moves bags, cases, cartons, hollow 
bottom,’ narrow, cleated and irregular packages or 
articles not suited to wheel conveyors. Less pitch re- 
quired—operates at grades as little as 14 in. to % in. per 
ft. Interchangeable spacing of rollers—from 12 in. to 
12 in. centers. Available in 10 ft. and 5 ft. straight sec- 
tions and 90° and 45° curves. Keep LITEWATE con- 
veyors handy in your shipping room—carry a section on 
your truck. For complete information write for Bulletin 
AL-100. 


STANDARD 
CONVEYOR COMPANY 


North St. Paul 9, 
Minnesota 





pPGRAVITY & POWER 
CONVEYORS 


TO SERVE YOU BETTER... 


Our Mills are Running Day and Night to 
Supply You with Our Western Woods 








PONDEROSA PINE 
SUGAR PINE 
DOUGLAS FIR 
WHITE FIR 
INCENSE CEDAR 






The Reiph L. 











Mills: Anderson and Canby, California 
Sales Office: Anderson, Califorsia 
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Duradee coves at room tempera- 
ture, and snaps willingly under the 
molding’s lip. Has roughed back 
that gives permanent adherence. 
Lies flat, won’t warp, won’t shrink, 
won’t shift; will not rot or deteri- 
orate with age. Won’t harbor 
germs or bacteria. Foods, greases, 
alcohol, naphtha, cleaning agents 
won’t affect it. Boiling water and 
ice water won’t harm it. It is stain- 
resistant and sanitary. Finish and 
colors diffuse light, promote eye 
comfort. Write Youngstown Manu- 
facturing, Inc., Dept. AL, Youngs- 
town, Ohio. 


8-Foot Rock Wool, Blankets 


Celotex Rock Wool Blankets are 
now available in 8-foot lengths, and 
in either full or semi-thick types. 
The new, improved 8-foot semi- 
thick blankets have a higher in- 
sulation value, yet cost less than 
some ordinary blankets. A single 
length provides uniform, uninter- 
rupted insulation from ceiling to 
floor with a minimum of cutting 
and fitting, less waste, and all 
‘round speedier installation. The 
strong flange permits quick, easy 
stapling or nailing. The §8-foot 
lengths also provide an unbroken 


vapor barrier from ceiling to floor 
which results in more effective pro- 
tection against condensation. A 
new packaging method wherein 
open ends are folded to the center 
of the package offers greater pack- 
age rigidity and eliminates end 
crushing. Celotex Rock Wool Blan- 
kets are also available in 4-foot 
and 2-foot lengths. Write The 
Celotex Corporation, Dept. AL, 120 
S. La Salle St., Chicago 3, Il. 


Certain-teed Wallboard 
Firestop Bestwall is a new type 
of gypsum wallboard which will en- 
able builders and contractors to 
meet strict building code require- 
ments for fire-resistant construc- 
tion. As a result of standard fire 
tests conducted by the Underwrit- 
ers’ Laboratories, Inc., a_ single 
layer of °g-inch thick Firestop 
Bestwall board applied on both 
sides of a load-bearing wood stud 
partition has a fire-resistance rat- 
ing of one-hour. A single layer of 
14-inch thickness on similar con- 
struction has a 45-minute rating. 
Firestop Bestwall may be used for 
new construction, remodeling or 
converting waste attic and cellar 
space to useful purposes. It is a 
strong, dimensionally stable board 
that will not crack, warp, or buckle 


and will serve equally well for ip. 


terior walls or partitions, bearing 


or non-bearing. The board cuts eas. & 


ily and can be applied without diff. 
culty with ordinary tools. Its 
smooth ivory surface takes any 
type of decoration. Write Certain. 
teed Products Corporation, Dept. 
AL, 120 E. Lancaster Ave., Ard- 
more, Pa. 


Alladin Lathemaster 


Even an amateur at the wood- 
turning lathe can make identical 
cuts or beads every time with the 
latest Aladdin Lathemaster. (Trade- 
mark Reg.) And old masters can 





SINCE 
1895 


Manufacturers of Highest 
Quality Forest Products 


J. NEILS LUMBER COMPANY 


IDAHO WHITE PINE © PONDEROSA PINE 
ENGELMANN SPRUCE ¢ LARCH * DOUGLAS FIR 


MILLS: Libby, Montana and Klickitat, Washington 
SALES OFFICES: Minneapolis, Minnesota; Chicago, 
WMinois; New York City, N.Y. 











KIRBY BUILDING 


Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 


"A Wood for Every Purpose” 
HOUSTON, TEXAS 








"Is it as Good as Kirby's?” 




















Lumber Corp., Carlton, Ore. 
Douglas Fir 


A Sustained Yield Operation 


E. J. Linke, Pres, 
Graham Griswold, Secy. & Treas. 








Manufacturers 


Guy Haynes, V. P. 
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Sell... 
BETTER 


FIREPLACE 
HEATING 


There's profit and pres- 
tige in being known as 
source of the Donley 
Heatsaver Fireplace in 
your community. . . 
Scientifically constructed 
to yield the greatest 
amount of heat that an 
open fire heating device 
can give, it utilizes the 
important, upper heated surfaces above damper level in 
augmenting warmth. Interior baffle and tube construction 
save much heat ordinarily wasted up the flue. Heat delivered 
through pipes that may be directed to rooms above or ad- 
joining. Heavy steel plates for surfaces in contact with 
flame assure long life. . . Selling of this and other fireplace 
material is greatly aided by Donley Book of Successful Fire- 
places. Send for a supply, as well as for other data on 
Heatsaver Fireplace. 





THE DONLEY BROTHERS CO. 


13928 Miles Avenue Cleveland 5, Ohio 



















RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO 


Ponderosa Pine 


® 


Idaho White Pine 
an: Douglas Fir 

White Fir 
Cedar 
































AUTOMATIC 
GAUGE 


TANNEWIT 


for Swing Saws 


$30 to $50 A MONTH 
IN LUMBER AND LABOR 


SAVE 


30 Days Free Trial 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIDS 
MICHIGAN 
DEPT 4 
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BEHIND THE MILLS — THE CONNOR TIMBER STANDS 


XY 
Y 
CONNOR 


“LAYTITE” 


and Birch Flooring 


in Cartons 
(or regular lengths in bundles) 


« 

(XX Maple 
OX X) P 
OX 


Something new in 
modern flooring 


M. F. M. A. SPECIFICATIONS 





Forest Products Since 1872 


ege} i, fe}: 
LUMBER and LAND COMPANY 
Marshfield, Wisconsin , \ 


x 
P. O. BOX 


XXX 
WY x PHONE NO. 3—TELETYPE NO. 26 YX’) 
o: 


» 
Wobb0:0:0:0:0:0:00:00:0:0.0:0 + 


to Satisfaction 


112-M. MARSHFIELD, WIS 


2 
Y 





STRAIGHT CARS 
MIXED CARS 


including 
lumber, plywood, doors 








DOUGLAS FIR 
WEST COAST HEMLOCK 


iS 


GRISWOLD LUMBER Go. , 


Vanufacturers and Wholesale Distributors 


FAILING BUILDING PORTLAND 4, OREGON 


Telephone ATWATER 8319 
AFFILIATED 
\ a INTERESTS: 


Prompt 
Shipment 


rm THE 


Dependable 
Values 





Carlton Manufacturing Co. L. H. L. Lumber Corp. 
CARLTON, OREGON CARLTON, OREGON 
15S Million Feet Annual Cut 45 Million Feet Annvol Cut 
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( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 

| SELLS BETTER because 
’ it WORKS BETTER. 


STICKS AND STAYS pifr 


WILL NOT SHRINK 








Most dealers report: (4 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What's more, 





S) DONALD 
DURHAM 








urham’s Rock- COMPANY 
7 Des Moines 4 
Hard Water Putty i 


gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 












OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH. WISCONSIN 


Manufacturers of 
WOODWAY 


WU 
VENETIAN BLIND—SLATS, 
RAIL & FASCIA 
MOULDINGS—ST’D & SPEC, 
FURNITURE DIMENSION: 
GLUED-UP STOCK 
COMMERCIAL KILN DRYING 
CUT STOCK 
READY-TO-ASSEMBLE 











WE SPECIA 


LIZE 
Woop an IN BASS. 





D PONDEROSA 
HER NORTHERN 
OODS AVAILABLE. 









PINE; OT 
HARDW 











WOODWAY quality 
means 

Extra Profits 

for YOU 


“The Good Way to Buy 
a EON 
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turn out difficult cuts 10 times as 
fast! The tool itself measures and 
cuts at the same time! Lathemaster 
is a complete set of high-grade 
woodturning chisels in one low- 
priced tool. It consists of a single 
chisel-type instrument with stained 
hardwood handle and chrome-plated 
shank. The individual blades are 
inserted into the end of this shank 
and held tightly by cap screws. To 
obtain a different cut, the operator 
simply loosens the cap screws, re- 
verses the blade and uses the other 
end. Or, he can quickly remove the 
blade he’s using and put in an en- 
tirely different one! The Lathe- 
master comes complete with six 
“most-needed” blades for 12 dif- 
ferent cuts. The blades are stand- 
ard spear-points, roughers, cutters, 
plus special beading and cutting 
edges. Write D. F. Aladdin Mfg. 


Co., Dept. AL, 3121 Main St., Kan- 
sas City, Mo. 


Judd "C" Clamps 


Two “C” clamps of radically dif- 
ferent construction are available 
for immediate delivery. One of- 
fers over two times the strength 
and rigidity of present models, the 
other combines new ease of opera- 
tion with speed of adjustment. The 
three clamps shown at the top of 
the picture are the 1”, 2”, and 3” 
size Judd clamp that is made of 
wrought steel to withstand pres- 
sures up to 1,200 lbs. The Judd 
Sliding Jaw Clamp offers instant 
adjustment on all work up to 6” 
in size by merely moving the 
wrought steel jaw to the proper 
spot on the steel bar and then 
giving the adjustment screw a 
turn. The 1” wide steel bar will 
withstand great pressure, and has 
milled edges to grip the moving 
jaw securely to prevent slipping. 
Write H. L. Judd Co., Dept. AL, 
Wallingford, Conn. 
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Low-Cost Screw Driver 


Attach this Bull Driver in thf 


chuck of any electric drill or dri 
press ... slip it over any standard 
screw ... turn on the power—ani 
the screw is driven home in a mat- 
ter of seconds. There’s no need te 


fit the attachment to the screw—& 


the Bull Driver automatically cen. 
ters on the screw groove. Release, 
too, is automatic; the driver dis 
engages itself when the screw is 


firmly home in wood or metal. The & 
Bull Driver comes in three moéi-§ 


els—self-centering model for driv- 
ing screws up to No. 14 size; self- 
centering model for driving smal 
machine screws; 
model. 
Co., Dept. AL, 
Kansas City, Mo. 


3121 Main St. 





A PIG’S EAR 


There is an old proverb that you 
can't make a silk purse out of a 
sow's ear 


BUT 


We make working drawings from 
sketches as shown for as little as 
THREE CENTS per FLOOR FOOT 



























































Send your House Plan Redrafting to 


LUMBERMAN’S PLAN SERVICE 
PROMPT — REASONABLE 
120 Machin St. Peoria 5, /Il. 
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GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


WHITE PINE src: 


STROBUS) 
Also some Norway and Spruce 


AIR-SEASONED WATER-CURED 
Rough or Dressed 


Mfrs. of 
Genuine 


For 108 years, 1842-1950 
Capacity 30 million ft. annually 


Sawmills — Braeside and Temagami, Ontario 
MEMBERS N-A.W.L.A. 
















We're Branded. . 
and proud of it! 









Look for this mark of quality 


PINE AND HARDWOODS, WIREBOUND BOXES AND CRATES. 
PRESSURE TREATED LUMBER, TIMBER AND POLES. 


T. R. MILLER MILL CO., INC. 
ALABAMA 


PBREWHION, 








7 
in the service of 
| | LUMBERMEN 


Operating in New York state as 
Lumbermen's Mutual C Ity Company of Illinois 
James S$. Kemper, chairman ¢ H. G. Kemper, president 

icago 40 





Lumbermens. items 














@ Specialists in protection for the 
lumber industry. 
@ professional safety engineers. 
@ more than 90 branch claim offices 
coast to coast and in Canada. 


F) Substontial dividends have been returned to policyholders since organization in 1 


912. 


SUPERIOR LUMBER 





GRADING... A PLACE FOR EVERY BOARD, 
AND EVERY BOARD IN ITS PLACE! 











Dargan's modern Conway plant was among the first 
to use Vulcraft's Roll-A-Board Lumber Sorter. The 
division slotted conveyor provides speedy separation 
into grades and widths. Boards are promptly re- 
moved by lift truck for kiln-or-air drying to become 
"Superior Dargan Lumber." 


@ FINISH 
@ MOULDINGS 
@ FLOORING 
@ CEILING 
@ BOARDS 
@ SIDING 





Write Box 406C for lists, 
prices, and illustrated litera- 
ture. 


With the Roll-A-Board Sorter 
operator quickly separates 
boards into 24 grades and 
widths. 





~~ seo 








DARGAN LUMBER MANUFACTURING COMPANY 


(FORMERLY INGRAM-DARGAN LUMBER CO.) 
Gang Mill - Dry Kilns + Planing Mill CONWAY, S. C. 
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CIRCULAR SAWS 
REPAIRED 


Worn out Inserted Tooth Saws retoothed like new 
to slightly less in diameter. 


Only genuine Simonds Bits and Shanks used. 


Over 50 years’ experience 
J. H. MINER SAW MFG. COMPANY 
Meridian, Miss. 
The original Miner Service 
Write for free Lumber & Log Soale — Dept. A 





UNIFORM QUALITY 


OAK 
BEECH 
,) PECAN 
ASH 


You are sure of quality and uniformity of CAHABA Brand 
Hardwood Flooring. It is carefully dried and precision ma- 
chined. Available in straight or mixed cars with air dried 
Yellow Pine Boards and Dimension. For prompt attention on 
your needs phone or write 


Miller & Company, Inc. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 — Phones — Jackson 2376! 






BRANO 
HARDWOOD 
\ FLOORING, 
FLO 3 


a 


\ 
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Hardwoo 
Flooring 
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NAMES IN THE NEWS 


Craig Mountain, Hallack and Howard Merge 
of the Craig Mountain 


Lumber 


Company of 
Idaho, and the Hallack and Howard 
Lumber Company of Denver, was re- 





Winchester 


cently announced by C. W. Fischer, bined 


president of the Denver firm. The 








AERIAL view of 
the Hallack and 
Howard Lumber 
Company sawmill 
at Winchester, 
Idaho. Formerly 
the Craig Moun- 
tain Lumber Com- 
pany, the mill 
and timber hold- 
ings became part 
of the Hallack 
and Howard or- 
ganization in a 
merger effective 
September 30. 
The recently 
modernized plant 
is under the di- 
rection of U. R. 
Armstrong, vice- 
president in 
charge of saw- 
mill operations 
for Hallack and 
Howard, which 
include another 
mill at Cascade, 
[daho. 


merger includes all of the Winchester 
plant and timber holdings. The Craig 
Mountain Lumber Company has been 
in operation since 1910. The com- 
businesses will be known as 
the Hallack & Howard Lumber Com- 











Phone: 2-9125 


H. S. CHISHOLM, INC. 


737 W. 3rd St., Reno, Nevada 
P. 0. Box 1207 


Wholesalers & Manufacturers’ Representatives 


Fine Sugar Pine, Ponderosa Pine, White Fir, 


Douglas Fir and Incense Cedar 


Cut Stock, Mouldings, Box Shook 





We Solicit Your Inquiries. 


Stock Sheets, Price Lists and Transit Car Lists 


mailed upon request. 


TWX: RE-40 





wee 


pany. The Denver organization ha 
held controlling interest and been ex. 
clusive sales agents for the C raig 





Mountain Lumber Company since & 


January, 1949. 





U. ARMSTRONG 


U. R. Armstrong has been elected 
vice-president in charge of sawnill 
operations at both Winchester and 
Hallack & Howard’s other mill at 
Cascade, Idaho. Products of the 
two mills are principally Ponderosa 
Pine and associated species, Fir, 
Larch, Englemann Spruce and some 
White Fir. 

Hallack & Howard purchased the 
Cascade mill and timber holdings in 
1927. Armstrong moved to _ ldaho 
at that time to become assistant 
manager of sawmill operations. He 
had previously been assistant man- 
ager at the company’s former mil! 
operations at La Madera, N. M. He 
has been in the lumber business 42 














Now in Our New Larger Modern Plant at 5237 E. Marginal Way 


| BURNER with 
CONE GRATE 


* Burns 25%, More 
* With 75%, less smoke and 
cinders. Fool proof 
We Also Build 
BOILERS — 5 TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boiler Tubes 


SEATTLE BOILER WORKS 


SEATTLE, WASH. 
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Phone 169 


C. 7 Klumb Lumber Company 


C. E. (ROY) KLUMB, Sr., Owner 


Wholesale Lumber Distributors 
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An Experienced Lumber Service That Knows the 
Producer's Problems and the Buyer's Needs. 


CRYSTAL SPRINGS, MISSISSIPPI 


“In the Heart of the Deep South” 


P. O. Box 391 








i i i i 


PLANER and JOINTER KNIVES 


- - also high speed knives and molding cutters 
et the woodworking industry. 


“TAYLOR-STILES & CO. 


Riegelsville, New Jersey 


Western Agents: 


Hall & Brown, W. W. Machine Co.; St. Louis, Mo. 


October 
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MIXED CAR SERVICE on SHED STOCK 
For the RETAIL TRADE, Featuring: 


"Satin Finished” 


Soft-textured Yellow Pine Finish, Mouldings, 
Paneling, Ceiling, Siding and Flooring 
“Shed Conditioned” in the Rough AFTER KILN DRYING 
to insure Accurate Machining 


APPALACHIAN WHITE PINE PANELING 
BALDWIN LUMBER COMPANY 
CORNELIA, GEORGIA 


On the Main Line of SOUTHERN RAILWAY 
Offering FAST DISPATCH in all Directions 




















ALIFORNIA 


SUGAR & WESTERN 


- PINE AGENCY, INC. 


#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


SUGAR Selects and 
| at Be = oe 


California Ponderosa Pine 
Mouldings and Cut Stock 






Pattern Lumber 















The W. T. Smith Lumber Company, with one of its mills 
shown here, is a well known example of progressive, efficient 


operating methods. Selective cutting, conservation and em- 
phasis on quality has built this company into one of the 


South’s largest. 


Sixty-six years of experience, modern plants and a perma- 
nent source of supply mean that you always will profit when 
you use the quality service and lumber production of W. T. 
Smith. 


Selective Cutting Assures Permanent Supply 








W.T. 


66 YEARS OF MANUFACTURING YELLOW PINE® AND HARDWOOD 











RENO-KUKACHKA 
WOOD IDENTIFICATION CHART 


For the first time a simple and easy to understand 24-page 
commercial hardwood identification chart is available for 
both the expert and beginner. This chart places similar 
woods and their features side by side and plainly points 
out differences which separate one from another. 


Covers 28 most important hardwoods — makes visual wood 
identification accurate and easy with just the naked eye 
and a hand lens. A simple, workable, one-source reference 
for only $1.00. Copies will be mailed approximately Octo- 
ber Ist. Send your order to: 


Vance Publishing Corporation 
139 N. Clark St., Chicago 2, Illinois 





Pine and Hardwood Lumber 
and Hardwood Flooring 
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JAMES W. SEWALL COMPANY 


Consulting Foresters 


MAIN OFFICE: 


OLD TOWN, MAINE 


Phillips & Benner 
Ruttan Block, Port Arthur, Ontario 
Established 1910 


ButipING Propucts MERCHANDISER 


| Lumber Manufacturers.andTree Farmers 





A TIME-TESTED 
SOURCE OF SUPPLY— 


Since 1898 Urania has been delivering 
more than usual satisfaction to custom- 
ers. As a pioneer in scientific reforesta- 
tion, always Urania has been looking 
ahead to permanence of operation— 
and lasting customer satisfaction. 


Urania is an organization you can de- 
pend on to ship you well-manufactured, 
properly seasoned and _ accurately 
graded lumber. 





Put your lumber needs up to Urania 
— the time-tested source of supply. 


Urania Lumber Co. 


Urania, Louisiana 


Members 
S.P.A. — S.P.1.B. — $.H.P.I. 






































years, 36 of which have been with 
Hallack & Howard. He is a vice- 
president of the Western Pine Asso- 
ciation. 

Under the direction of Armstrong, 
an extensive modernization pro- 
gram was completed a year ago at 
the Winchester plant. It included 
installation of automatic stacker and 
unstacker equipment for handling 
lumber in and out of the dry kilns. 


Lowe Brothers New Sales 
Division 

The Lowe Brothers Company, paint 
and varnish manufacturers, Dayton, 
Ohio, announced the appointment of 
Edward F. Teyber as manager of the 
company’s newly created Industrial 
Division. The new division is the re- 
sult of a consolidation of the Indus- 
trial Trade Sales, Railway and Cen- 
tral Industrial Departments. The 
sales direction of all Lowe Brothers 
Industrial Finishes will thus emanate 
from one office. Industrial consumers 
will continue to be sold and serviced 
through the company’s district offices 
located in Atlanta, Boston, Jersey 
City, Chicago, Kansas City and Day- 
ton. 


Ceco to Enlarge Warehouse 


Construction of an addition to the 
recently completed Chicago warehouse 
of Ceco Steel Products Corp. began 
September 5. To cover approximately 
43,000 square feet, the building will 
continue to the west as far as the 





cer tHE PLUS SALES 


DAY AFTER DAY 
MAKE THOSE EXTRA PROFITS 





JOIST HANGERS 













RIBBED STEEL 
CROSS-BRIDGING 
Created by Builders... 
FOR Builders. Always 
in demand for build- 
ing or remodeling. 
Quick shipments. 
TIMBER RINGS 


Also... CLEVELAND Joist and Plate 
Anchors @ Post Caps and Bases e Wall 
Plates e Plate Washers @ Anchor Bolts. 


Send for complete CLEVELAND Catalog 
—TODAY! 


CLEVELAND STEEL SPECIALTY CO., INC. 


3765 E. 9ist STREET e CLEVELAND 5, OHIO 


82 





main building with an additional wing 
along 58th Avenue to the south. 

It is expected that the building will 
be completed January 1 and will give 
additional space for the manufacture 
of steel joists and monumental win- 
dows as well as greater storage facili- 
ties. The warehouse which was com- 
pleted this summer will be used for 
the manufacture of Bailey bridges 
recently ordered by the U. S. Army. 

Ceco steel joists, roof deck, indus- 
trial windows and corrugated metal 
siding will be used to match the ware- 
house adjoining. 


LAWRENCE OTTINGER 


Plywood Success Story 


National attention was directed to 
the remarkable growth and develop- 
ment of United States Plywood under 
the guidance of its president, Lawr- 
ence Ottinger, in the September 25 
issue of Time magazine. For anyone 
who may doubt the “pay-off” value of 
hard work, ingenuity, and clear think- 
ing, this story is particularly sig- 
nificant. 

A lifelong lumberman, Mr. Ottinger 
has witnessed, and for a considerable 
number of years helped to develop 
a new, unproved product into one of 
the nation’s leading construction and 
finishing materials. 

Success has not come without dis- 
couragement and problems. Plywood 
certainly got off to a bad start. It 
was held in poor regard because it 
warped and split. But from this be- 
ginning, plywood has proved its abili- 
ties. Today, in addition to the stand- 
ard types familiar to everyone, new 
variations have been developed and 
introduced for a wide range of uses, 
ranging all the way from paper-thin 
products for room finishing, to metal 
faced plywoods for trains, shipping 
containers, and truck bodies. 

Both Mr. Ottinger and the company 
he leads have a profound faith in the 
future. A new $600,000 hardwood- 
veneer mill has just been completed 
in the Belgian Congo. Soon a $2,000,- 
000 plant in Anderson, Calif., will start 
production of a new plywood, “Novo- 
ply,” which will utilize wood chips as 
the core material. The company be- 
lieves the process will result in tre- 
mendous savings in production costs. 





Nesbitt with Wheeling 
Corrugating for 50 Years 


W. Howard Nesbitt, assistant vice. 
president of the Wheeling (W. Va.) 
Corrugating Company, on September 
9 celebrated the completion of 60 
years of service with that concern, 
More than 100 of his business associ- 
ates and close friends gathered re. 
cently to congratulate and wish him 
luck. Those who couldn’t attend, sent 
telegrams and letters. Mr. Nesbitt 
was presented with a_ beautiful 
leather-bound transcript of the com- 
pany’s resolution, commemorating the 
occasion. 

Starting on September 9, 1900, Mr. 
Nesbitt has served continuously as 
billing clerk, sales department man- 
ager, sales representative and admin 
istrator of sales. An advocate ot 
choosing the right youthful men and 
training them especially for the com- 
pany’s business, Mr. Nesbitt has been 
instrumental in establishing and per- 
petuating the firm’s high standards 
of business. He is well known 
throughout the hardware and build- 
ing supply trade. 


OBITUARIES 


THEODORE T. JONES, president 
of the T. T. Jones Lumber Company, 
Minneapolis, Minn., passed away Au- 
gust 30. 


P. A. BLOOMER, 74, prominent 
Louisiana lumberman and_ former 
president of the Southern Pine Asso- 
ciation, died August 21 at his mill in 
Fisher, La. He was vice-president 
and general manager of Louisiana 
Long Leaf Lumber Company, with 
which he was affiliated since 1905. 





Other affiliations of Mr. Bloomer 
were: vice-president, Louisiana Saw- 
mill Company, Glenmora; director, 


Louisiana Central Lumber Company, 
Clarks; director, Southern States In- 
dustrial Council; president, Louisi- 
ana Forestry Association; past pres- 
ident, Louisiana Manufacturers As- 
sociation, and a member of the SPA 
Board of Directors for many years. 

Mr. Bloomer was widely known 
throughout the lumber industry of 
the United States, and was a recog- 
nized authority on tax matters as 
they affect the industry. At the time 
of his death he was Chairman of the 
National Lumber Manufacturers As- 
sociation’s Committee on Taxation 
and Timber Valuation. 


MEDARY WILSON STARK died, 
September 21, under treatment for 
injuries sustained from being struck 
by an automobile. 

In the death of M. W. Stark, the 
hardwood lumber industry loses one 
of its most able and gifted members. 
“M. W.,” as he was known to his 
hosts of friends, was a “lumberman’s 
lumberman,” highly educated, tech- 
nically educated, and practically ex- 


- perienced. He spent his entire life 


in the hardwood industry, beginning 
with the American Column and Lum- 
ber Company, of which he soon be 
came president, and continuing for 
many years. 

Mr. Stark was one of the most ac- 
tive members of hardwood lumber 
associations and was one of the or- 
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ganizers of the Hardwood Manufac- 
turers’ Institute. During World War 
11 he was called into the service of 
the United States Government as a 
S hardwood lumber expert, and served 
in the procurement of hardwood lum- 
) ber products for many types of com- 
) modities used in the prosecution of 
= the war. 
’ He was an expert on lumber grades 
' and grading, and served the industry 
Fand the public in the formation and 
administration of lumber grade defi- 
nitions and specifications. Possibly 
no other one lumberman did as much 
association “spade work” in develop- 
‘ing a scientific set of grading rules 
" looking to the better and more com- 
plete utilization of forest products 
' and the prevention and elimination of 
' waste in lumber uses. 
» At the time of his death, and for 
» some years prior thereto, Mr. Stark 
' was a member of the official family 
) of the W. M. Ritter Lumber Company, 
Columbus, Ohio. 


JOSEPH A. HORNE, chairman of 
the board of directors of The Yale & 
Towne Manufacturing Company, died 
October 3 in Stamford, Conn., after a 
He was in his 82nd 
During his 58 years of unin- 


4 
3 


5 year. 


Towne, Mr. Horne worked in close 
collaboration for three decades with 
Henry Robinson Towne, the co-foun- 


* der with Linus Yale, Jr., of the com- 


} pany in 1868. Mr. Horne became one 
of the leading personalities in the 
two major industries in which Yale 
& Towne is engaged—locks and 

and materials handling 


He participated in the 


one plant operation in Stamford into 
an international manufacturing or- 
ganization with eight plants. 

Mr. Horne started his long identi- 
fication with the management of 


> Yale & Towne in 1892 as a foreman, 
» then rose successively to be a depart- 
} ment superintendent (1902), general 
) superintendent of the Stamford plant 


) (1909), vice-president and general su- 


perintendent (1916), acting president 
» (during World War I), vice-president 


§ in charge of production from 1920 to 


1943, and, since 1943, chairman of the 
board of directors. He was first elect- 
ed a director of the company in 1912. 


SAMUEL A. MORMAN, 92, owner 
many years of S. A. Morman & Co., 
Grand Rapids, Mich., building mate- 
tials and fuel firm, which his father 
founded in 1837, died September 21 
following a three-week illness. 


CARL H. SCHNEIDER, 70, whole- 
sale lumber dealer in Grand Rapids, 
Mich. more than 45 years, died Sep- 
tember 27 after a brief illness. Mr. 
Schneider had been in partnership 


with his brother, Henry W., in the 
eer W. Schneider Co., wholesale 
umber 


company, in Grand Rapids 
for 25 years. 


GORDON BRICKER, 53, Belding, 
Mich.. builder, and former owner of 
the Bricker Lumber Co., Belding, 
died September 29 at his home. 


OUR GRAVE DANGERS 
TODAY AND SOME PATTERNS 
FOR SURVIVAL 


(Continued from page 39) 


cause the productivity of our 
people has increased—and for 
this reason only. 

We’ve got to sell our people 
two basic facts about their wel- 
fare. 1) That the trend to so- 
cialism didn’t cause our pros- 
perity. 2) That our prosperity 
is not as great as it appears 
to be. 

Our people are again being 
educated in the name of war 
emergency, to expect the gov- 
ernment to solve all their prob- 
lems—from the cradle to the 
grave. This is excellent for the 
politicians. The imposition of 
war-time restrictions and con- 
trols, unless we exercise the 
most extreme and precaution- 
ary measures, are a rapid and 
effective way to establish com- 
plete and permanent controls. 

Citizens who now “let George 
do it” should be persuaded to 
take the trouble to be informed 
on the issues of the day, to de- 
velop sound judgments based 
on clear thinking and then to 
let their voice be heard. 

Why not have the advertise- 
ments of business carry the slo- 
gan “Have you written your 
congressman today?” Let’s 
have more citizen’s lobbies! In 
the 60 days prior to every elec- 
tion business advertisements 
could very well carry the ad- 
monitions “To register and vote 
is every citizen’s responsibil- 
ity,” and “Your vote counts 
only if you use it”. 

Our retail store windows 
could have a dramatic por- 
trayal of the number of elec- 
tions in history that have been 
carried by one vote. 

It is startling to realize that 
in 1948 only 45 million persons 
out of approximately 93 million 
eligible to vote did vote. 

Frequently you hear this 
question: What good will one 
vote do? Well, one vote has had 
a lot to do with a lot of things 
in this country. Thomas Jeffer- 
son was elected president by 
one vote in the electoral college. 
So was John Quincy Adams. 
Rutherford B. Hayes was elect- 
ed president by one vote. 

Just one vote gave statehood 
to California, Idaho, Oregon, 
Texas and Washington... and 
today all the millions living in 
those five states are Americans 


Burptine Propucts M&RCHANDISER 


by just one vote. One more Re- 
publican vote in each of Ohio’s 
8,800 precincts would have car- 
ried that state in 1948 for 
Dewey, as Mr. Truman’s mar- 
gin was 7,107. 

Here is a simple equation: We 
can have economy in Govern- 
ment if we elect economy- 
minded representatives! 

As salesmen of Economy in 
Government we can start in our 
homes, then in our own busi- 
ness and among our own asso- 
ciates, and then in the com- 
munity at large. Intelligent 
voting requires adequate per- 
suasion based on facts. And 
that is a selling job! 

Art Hood 
Editor. 





Statement of the ownership, man- 
agement, and circulation required by 
the Act of Congress of August 24, 1912, 
as amended by the Acts of March 3, 
1933, and July 2, 1946 (Title 39, United 
States Code, Section 233) of AMERICAN 
LUMBERMAN & BUILDING PRODUCTS MER- 
CHANDISER, published every other week 
at Chicago, Illinois, for October 1, 1950. 


1. The names and addresses of the 
publisher, editor, managing editor, and 
business manager are: 

Publisher, Herbert A. Vance, Chicago, 


ll. 
Editor, Arthur A. Hood, Chicago, Ill. 
Managing Editor, Robert E. Russell, 
Chicago, Ill. 
Business Manager, none. 


2. The owner is: (if owned by a cor- 
poration, its name and address must be 
stated and also immediately thereunder 
the names and addresses of stockholders 
owning or holding 1 percent or more of 
total amount of stock. If not owned by 
a corporation, the names and addresses 
of the individual owners must be given. 
If owned by a partnership or other unin- 
corporated firm, its name and address, 
as well as that of each individual mem- 
ber, must be given.) 

AMERICAN LUMBERMAN, INC. (a _ cor- 
poration), 139 N. Clark St., Chicago 2, Il. 
—Owned by: 

Vance Publishing Corporation (a cor- 
poration), 139 N. Clark St., Chicago 2, 
Ill. Whose stockholders are: 

A. E. Monetti, 20 Exchange Place, New 
York, N. ¥. 

Arthur A. Hood—Herbert A. Vance— 
Dorothy J. Vance, 139 N. Clark St., Chi- 


‘cago, Il. 


3. The known bondholders, mortgagees, 
and other security holders owning or 
holding 1 percent or more of total amount 
of bonds, mortgages or other securities 
are: (If there are none, so state.) None. 


4. Paragraphs 2 and 2 include, in cases 
where the stockholder or security holder 
appears upon the books of the company 
as trustee or in any other fiduciary rela- 
tion, the name of the person or corpora- 
tion for whom such trustee is acting; 
also the statements in the two paragraphs 
show the afflant’s full knowledge and be- 
lief as to the circumstances and condi- 
tions under which stockholders and secur- 
ity holders who do not appear upon the 
books of the company as trustees, hold 
stock and securities in a capacity other 
than that of a bona fide owner. 


5. The average number of copies of 
each issue of this publication sold or dis- 
tributed, through the mails or otherwise, 
to paid subscribers during the 12 months 
preceding the date shown above was: 
(This information is required from dally, 
weekly, semiweekly, and triweekly news- 
papers only.) 

HERBERT A. VANCE, 
Publisher. 

Sworn to and subscribed before me this 

19th day of September, 1950. 


ELoIseE M. KUHN 
Notary Public. 
(Seal.) 


(My commission expires Nov. 28, 1953.) 
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ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classi- 
fed advertising section in its field. 


All ads for classified section must be in Pub- 
lisher's office 10 days preceding date >=. 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 
Terms — Cash With Order 
Minimum Charge $2.00 
Rates: 


1 Time —10c per word for each insertion. 
Minimum charge of S0c per line. 


3 Times — 9c per word for each insertion. 
Minimum charge of 45c per line. 


6 Times—8c per word for each insertion. 
Minimum charge of 40c per line. 


26 Times — 7c per word for each insertion. 
+ A nll charge of 35c¢ per line. 


For advertisements bearing box number count 
five extra words. There are approximatel 
5 words to a line and when less are specifie 
or used, regular line rate is charged. 
When ee box numbers or mailing 
copy for ads address them to: 
AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 








HELP WANTED 





— 








Plywood salesman. door experience prefer- 
red. State full experience, record of employ- 
ment, sales record and income expected. 
Prosperous distributing business may be ac- 
— on easy terms to right man. Owner 
esires to retire. Write Box D-38, American 
Lumberman. Inc. 





Wanted—Man preferably under fifty. familiar 
with estimating, billing and selling of custom 
millwork. Excellent position with old estab- 
lished firm. Reply to Box No. F-50, American 
Lumberman, Inc. 





WANTED 


We have a permanent position for a man 
familiar with Yellow Pine Mills and their 
production, who has had wholesaling experi- 
ence to supervise Yellow Pine Department in 
our Chicago office. is is an excellent op- 
portunity for the party who can qualify. 

tion carries a generous drawing account 
plus added compensation as a bonus de- 
termined by ts realized. Prefer a man 
not over forty years of age. 


EDWARD HINES LUMBER CO., 77 W. Wash- 
ington. Chicago 2, Ill. 





Wanted—Man preferably under fifty years of 
age. capable of becoming production man- 
ager of plant manufacturing unit windows. 
Must be thoroughly familiar with millwork 
and be able to handle men. 


The Unit Window Company 
South Bend, Indiana 





Wanted an experienced estimator, detailer 
and biller for es wood mill work. Ad- 
dress Box F-51, American Lumberman, Inc. 


84 








= - ——— 
HELP WANTED 








WANTED: Young man for retail lumber yard, 
Eastern Wisconsin area. Must be familiar 
with office detail and able to handle counter 
trade. Good future for right man. Give 
references and salary expected. Address Box 
F-52, American Lumberman, Inc. 





WANTED: Aggressive young man to manage 
small retail yard, Milwaukee area. Must 
have lumber and millwork experience, be 
willing to wait on customers and act as 
tallyman. Good opportunity and future for 
right man. Address Box F-53, American Lum- 
berman, Inc. 





WANTED: For yard in Milwaukee area com- 
petent yard man. Must be experienced in 

retail lumber and millwork. State salary ex- 
ected and references. Address Box F-54, 
merican Lumberman, Inc. 





Wanted: Managers and istant gers for 
permanent gone and good retail locations 
in South est Missouri. Address Box F-23 
American Lumberman, Inc. 








Wanted—Man preferably under fifty years of 
age, capable of managing and handling the 
sales of a company making wood boxes, ply- 
wood boxes, and pallets. 
South Bend Box Company 
South Bend, Indiana 













= 





SALES REPRESENTATION ~ 
AVAILABLE 


: aan 
MANUFACTURERS REPRESENTATIVES 


New England or partial, steady. expori 
coverage of Building Supply and Har 
obbers. Retail Lumber, Bui ding Supply ay 
arge Hardware dealers. Desire additiong 
volume lines. Address Box F-48, Americg 
Lumberman, Inc. 











‘LUMBER & DIMENSION _ 
WANTED 











Wanted—Appalachian Hardwoods, also Rous 


and Sawn Locust. P. O. Box 1323, Cumbe. 
land, Md. 





WANTED—PLYWOOD 
Any Quantity—All Sizes—We pay cash. 


TOLEDO PLYWOOD Co. 
1011 N. Westwood Toledo, Ohi, 





Wanted: Clear Kiln Dried Basswood a 
hard maple mouldings. 13/16" x 13/if 
square lengths 7’ up. B & K, P.O. Box 1% 
Paterson, N. J. 





Wanted—Flush Doors, Paint & Stain 2 Pan’ 
Doors, Exterior Doors. Knock-down Door a 
Window Frames and Windows. In carlos 
_ Address Box F-56, American Lumberma 
nc. 





Wanted: An experienced detailer, estimator 
and biller for special wood mill work. Ad- 
dress Box 128, Brainerd, Minnesota. 








SITUATIONS WANTED 








BUSINESS WANTED 








Desire to invest and as part owner assum 
active interest in progressive lumber yard z 
northern Indiana or southwestern Michige. 
Address Box F-55, American Lumberman, In. 





Salesman 


With excellent following among retail deal- 
ers, contractors. architects and industries 
within hundred fifty miles of Albany. N. Y.. 
seeks better connection. His experience and 
record of introducing new materials qualifies 
him to substantially increase your sales in this 
area. ne Box E-29, American Lumber- 
man, Inc. 





MILLWORK SUPERINTENDENT 
Detailer-Biller, years of experience, large vol- 
ume detailed millwork. Good expediter. Ad- 
dress Box F-24, American Lumberman, Inc. 





MILLWORK ESTIMATOR 


Competent Detailer and Biller, with back- 
ground of years successfully Estimating. 
Detailing, Supervising and Selling Special 
and stock millwork. Experienced Purchasing 
and ———e- Age 39, excellent health, 
now employed. Desires sound permanent 
employment with aggressive concern. Ad- 
dress Box F-58, American Lumberman, Inc. 





Sales or managerial position with wholesale 
or retail building material company, office or 
travel. Engineering degree, 15 years’ expe- 
rience in lumber, millwork, roofing, steel. 
insulation and allied yard items. No. Illinois 
or Eastern Iowa preferred. Address Box F-60, 
American Lumberman, Inc. 





Experienced lumberman, age 38, single, wants 
position with progressive, well-rated retailer, 
wholesaler, or manufacturer as accountant 
or auditor, Minimum salary $350 month. 
ere Box F-35, American Lumberman, 
nc. 





Desire employment as assistant to Production 
Superintendent of well established wood- 
working concern on West Coast or Northern 
States. Forestry Graduate, 30 years of age, 
four years’ experience, best of references. 
Address Box F-37, American Lumberman, Inc. 





Former owner of wholesale and retail lumber 
yard desires — as superintendent or 
manager in mill or yard. Age 34, experienced 
in Construction, detailing of men, lumber 
operations, finishing mill, estimating, ete. 
State full ticulars in first letter. Address 
Box F-39, American Lumberman, Inc. 


October 


- BUSINESS OPPORTUNITIES 








BUSINESS OPPORTUNITY 


For a man of middle age qualified to act « 
manager of purchases and merchandising in 
a small growing chain of yards handlin 
lumber, building supplies, paint and har 
ware, in Michigan. Must be aggressive an 
able to handle self in competitive marke! 
with a good potential. Can purchase inter 
est in any amount up to $75,000.00. Good 
base salary. This is an opportunity for the 
right man. Address Box F-41, American Lum 
berman, Inc. 





Established, profitable coal and lumber com 
pany in central eastern Bergen County: ¢ 
going concern; frontage with riparian 

on Hackensack River; also fronts Susquehanst 
and Western Railroad and 2 main Highways 
zoned for industry. Purchase includes equ 
ment and fixtures, coal pockets, stock of cod. 
lumber and building material, 2 railroo 
sidings: ideally located near housing deve 
opments. Immediate possession. About $50. 
cash required; balance can be financed. B& 
F-57, American Lumberman, Inc. 








FRANCHISES OPEN—NO COST 
ALL ALUMINUM ARISTOCRAT STORM SAS= 
—525 fabricators in 48 states represent Vulc= 
Metal Products with attractive profits fo 
local fabrication. We manufacture, fur 
direct representation to set up producto 
sales and training. This is your opporte 
VULCAN METAL PRODUCTS COMPANY 
5015 19th Avenue. North 
Birmingham, Alabama 
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